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CRADLE HEEL TRED'S 
LAST THAT IS SHAPED 
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Send for our catalog now. 
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1800 WASHINGTON AVE 
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IT’S HERE! Evans Kid elasticized to fit the foot like a magic sheath. Its pos- 
sibilities offer new inspiration to the designers. For a sample, glance at the shoes 
shown here, all fashioned in the rich lustrous black which you find only in Evans 
Ruby Kid. Lasti-kid represents an arresting new development in which we are 


proud to have played our part. Specify Evans Kid — perfectly processed for your 


elasticized shoes. 


Con kid Fctll wes 


JOHN R. EVANS & COMPANY * CAMDEN, NEW JERSEY 
Est. 1857 
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white glazed kid 


white Mello Crush kid 


white Flexy kid 


white Flexy calf 







white suede kid 





G. LEVOR & CO., INC. 


Tanners 65 Years 


GLOVERSVILLE NEW YORE 
World’s Largest Producers of White Leather 

















Step by step a perfect sale 
in the shoe department of 7 
Kelly, Buffalo, N. Y. ‘ 


The sale is half made when the 
customer expresses an attitude 
of confidence in the integrity of 


Bee &. 


sim Ute 


the store and the skill of the 


fitter. 


WALK AN EVEN LINE 
When women walk an even line, a more 
graceful posture results. To walk on 
one line instead of two is the better 
way. Too many people walk on two 
lines and therefore wobble from side to 
side. W. B. COON Shoes give security 
to every step. 


“WE SELL CUSTOMERS WITH SPEED 


AND ACCURACY BECAUSE OF THE 
FITTING QUALITIES OF W. B. COON 
SHOES,” SAYS BUYER BEN SAMELSON 
OF HENS AND KELLY DEPARTMENT 


STORE OF BUFFALO, N. Y...... 


Come to busy, bustling Buffalo and see for yourself the activity 
within the Hens & Kelly Department Store, serving the people of 
that city on the border. Buffalo is a city of diversified industries 
and Hens & Kelly is a store of diversified merchandising. A full 
range of footwear is carried and at the top of the list in price and 
performance are W. B. Coon shoes. 


Let’s overhear what these two women are saying, a; they enter 
the shoe department of Hens & Kelly. Mrs. Alice Mannix is tell- 
ing tall and slim Catherine Cain: “Oh, come in and try a pair, 
Catherine, for you stand on your feet all day and these shoes are 
wonderful for women whe work. I well remember the first day | 
came to work at Hens & Kelly some twenty-four years ago. My 
feet drove me frantic. The second day I bought a pair of Wilbur 
Coon shoes and believe it or not, no other shoe has ever given 
me such real satisfaction. I want you to see how they fit and 
feel.” Miss Cain replied: “They cost a lot of money but if you 
say so, I'll try a pair.” 


Next we see Mrs. Mannix and Miss Cain being fitted with speed 
and accuracy by salesman J. Friedman, whose skills cover the 
range of selling shoes to customers who have long, slender feet or 
short wide feet and all the fittings of womankind. 


Here we see the double check at the x-ray machine and our new 
customer steps out of the department “Walking an Even Line”— 
to enjoy foot comfort from now on, in W. B. Coon Free Tread 
shoes. In years to come she will. continue to thank her friend, 
Mrs. Mannix and the store for her foot freedom. What better 
recommendation for any line than a customer who wants to share 
her happy experience with friends. 
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66 ES, it can be done!” says Ben Samelson, shoe buyer at Hens 

& Kelly, Buffalo, N. Y. “Yes, you can sell natural and cor- 
rect shoes—particularly W. B. Coon—in a department store, with 
greater speed and certainty. The old theory was that you had to 
spend hours fitting troubled feet; but not so with W. B. Coon 
shoes. The shoes almost fit themselves. 


“Regular department store operation is based on volume and 
turnover—not usually associated with corrective shoes. We main- 
tain our dollar volume by getting the better price and actually 
maintaining a better turnover by keeping a sizable stock alive and 
alert through quick factory instock delivery. 


“We have far less reductions on W. B. Coon shoes than on style 
lines which, as every buyer knows, is a real factor in merchan- 


dising.” 


A—ARCH FITTERS: A semi-corrective, 
spectator and sports line built over spe- 
cial measurement lasts adapted to slim in- 
steps and narrow heels. 


B—FREE TREADS: A related series of 
broad tread straight lasts. 


C—OUTFLARES: A related series of 
broad tread outflare-lasts. (Both of 
the above groups are available with the 
TRI-BALANCE insole as well as in the 


conventional welt construction.) 


W. B. COON COMPANY * 


37 CANAL STREET ROCHESTER, N. Y. 
47 West 34th Street @ New York City 
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IN SPRING STYLE, REIGN 


\ 


Whether low heels or high heels—or 
the range between — there's an accurate 
interpretation in wood of a particular 


need in your Spring Tine. 


Lasts styled to the mode 
Accurately graded 
Carefully produced 


Consult your nearest 
United Last Company branch 
or the Style Studio, 
Marbridge Building, N. Y. C. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Goodyear WINGFOOT Hee! 





doesn’t take long to see why manufacturers prefer to have 
any one of these four Goodyear heels on their shoes. 


Your customers like them because they’re trim and smart 
looking—they make any shoe look better. 


They like them because the name Goodyear has long been 
associated with high quality and top-grade service. 


And they are more likely to select shoes fitted with Goodyear 
heels because they know they'll get more value for their 


money! 
That’s why wise manufacturers use these heels to give shoes 
all the selling help they can! 


TIP TO RETAMLERS! Goodyear heels are available at all good shoe-repair 
shops. For customer satisfaction — when their heels need renewing — be 
sure to specify Goodyear. 














Goodyear SPEEDWAY Heel 








Wingfoot, Plicfilm, Speedway — T.M.'s 
The Goodyear Tire & Rubber Company 


THE GREATEST NAME IN RUBBER 


MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 





November |, 1941! 











' 

| 

4 

. 
<8 
oS 
< 

















Boot and Shoe Recorder 





November |, 194! 








xford Ay 


JES and COUNTER CUES for SHOE MANUFACTURERS 
It had to come ... the Garrison Oxford. The Army 
just couldn’t go on sending soldiers to town and recreation centers 
nattily garbed from hat to trouser cuff — but, below, a heavy trench- 

digger that should only be worn with dungarees. 

Significant, in the Garrison Oxford specifications, was the 
recognition that counters of top-grade fibre would not only 
suffice—but would definitely insure smooth quarters and 
straight back-seams, and even with soldiers, probably be 

the last part of the shoe to wear out. 
The Spaulding Garrison Oxford Counter meets 
every counter specification for the new low-quarter Army 
oxford. And more, it fulfills every requirement of geared-up 


volume production in the modern shoe plant — uniformity, 





size for size—replica fidelity in the molding of counter to last — 
precision dimensions. 
In short — wherever rugged style-built counters are indicated, Spaulding’s 


are not merely approved but are first choice. 


SPAULDING FIBRE CO., Inc. North Rochester, New Hampshire 


SPAULDING S NO OTHER PART OF THE SHOE 


ATTiSON MEANS SQ MUCH AND COSTS 50 LITTLE 


COUNTER 


Specified for Soldiers . . . First Choice for Civilians 
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“THE BREASTLOCK HEEL 
REPRESENTS AN 
OUTSTANDING STYLE 
CONTRIBUTION 

TO WOMEN’S SHOES” 


FRED W. MEARS HEEL CO., Inc. 


Sales Offices — St. Louis, Mo. — Columbus, Ohio — Lawrence, Mass. 
Associated company — DOMINION WOOD HEEL Corp. Limited, Montreal, Que. 
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*Double Cushion?? 
Foor Delight relieves the strain 
of both metatarsal and trans- 
verse arches with one cushion 
which gently fits the bottom of 
the arch area as no other shoe 
made. Protected by National 
Patent Corporation, Chicago. 


Mon For Delight Shoes are Resid a $875 » $855 
“ BANCROFT WAURER “COMPANY , WALTHAM MASSACHUSETTS 








wo Yes, time will sell Jarman Shoes during the Spring 
am ad 
oe . 1942 season. The Jarman Style Clock, a split- 


second guide to authentic shoe styling and theme 


< . of Jarman’s Spring advertising, will furnish the 
MEN correct time. The national advertising and five 


complete profit-making promotions—one for each 

\N OM month from February through June—will do the 
‘St 8 ” selling. Your Jarman sales representative is now 
in your territory. Let him explain to you the most 


practical and profitable merchandising plan Jarman 


has ever sponsored! 


To Retail At 
$5-85 to $9.85 
MOST STYLES 


SHOES FOR MEN 
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"What am I supposed to do 
... gO barefooted?" 


Look, Mister Shoe Buyer. That dame in the picture 
isn’t a Hollywood extra playing an airline hostess. Nor 
a society gal collecting “Bundles For Britain.” 

She’s one of more than a million young women now 
seriously training for volunteer defense work. 

They’re learning to drive trucks and carry stretchers, 
hook up a fire-hose and pile sandbags. You'll be seeing 
them in uniform in another month or two. 

But wait! That’s not a tenth part of the story. 

For most young fellas who’ve gone into camp for 
twenty-one bucks a month, there’s a sister or wife work- 
ing to fill the hole in the family income. Believe it or 
not, there are eleven million women working in business 
and industry at this minute! 

“Women in Defense!” It’s feature page stuff, with pic- 
tures, in every newspaper and magazine you pick up. 
You've seen it. 

What does all that mean in your life, Mister Shoe 
Buyer? Just this: The wave of the future, in shoes, is 
to practical, sturdy, serviceable, low-heel walking shoes— 
shoes a woman can work and walk in. 

You can’t take care of this demand by writing a few 
more sizes on cuban-heel versions of spike-heel styles. 

It’s welts, welts, WELTS you'll want. 

And your woman-in-defense won't be satisfied from 
your stock of “Old Ladies’ Running Boots.” She'll de- 
mand handsomely styled shoes that match the faultless fit 
of her trim uniform—durable shoes for all-weather ser- 
vice—light, soft, easy-flexing shoes that obey every mo- 
tion of the foot. 

Now we'll go out on a limb with this prediction: 

If more shoe buyers don’t anticipate the call for welts, 
there’ll be a weeping and a wailing, next spring, such as 
the retail shoe world never heard before. 

So toss out your old concepts of a “balanced stock”. 


Forget what you did last season and make room, man— 
make room on your size sheets and your shelves for more 
polished, walkable, low-heeled welts than you ever 
dreamed of carrying. 

And remember: good welt shoemaking is a 
highly specialized business. Really good welt shoes 
are not turned out of factories in which they're a 


, “part-time job”. For top-notch welts—handsome- 
"ly styled, meticulously finished, superbly flexible, 


and built over true welt lasts, your one best bet is 
Marshall, Meadows & Stewart—an organization 
with a great tradition in welt shoemaking. 

You can hang your hat on this line of “Defen- 
styled Welts” —beautifully made—and priced to 
retail at about $8.95. See them now in— 

Room 702 Marbridge Bldg., 47 W. 34th St., New York City. 
Room 325 Pittsfield Bldg., 55 E. Washington St., Chicago, 


or write the factory to have a salesman visit you. 


tiSs 


Marshall, Meadows & Stewart, Inc. 
CLASSICS makers OF WOMENS’ FINE WELT SHOES + AUBURN, NEW YORK 
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THE average draftee soldier in the 
New York area is five feet eight 
inches tall and wears a 914 D shoe, 
so says Capt. A. L. Gumberts, chief 
of the 122nd’s Clothing Issue Sec- 
tion at Camp Upton, Long Island. 


FITTING 3 


DIVISION 
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He has a staff of fifty-one men who 
have measured and shod fifty-five 


thousand newly inducted soldiers. 
* . * 


THE Canadian government has de- 
cided to halt the rise in prices and 
to undertake the control of all 
prices. Basic wage rates may not 
be increased. To do this Canada 
imposes a general ceiling on prices 
—an upper limit above which prices 
will not be allowed to rise. There 
is no question but what it will in- 
terfere with established methods of 
doing business but the Prime Min- 
ister considers it a necessary con- 
tribution to Canada’s maximum war 
effort. In principle, the ceiling on 
prices plan is the one created by 
Bernard Baruch, following his ex- 
perience on the War Industries 
Board in World War No. 1. 

Readers of the Boot anp SHOE 
RECORDER were given a brief out- 
line of the plan (Editor’s Outlook— 
August 2, 1941) : 
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“Under my suggestion we would at 
once freeze the whole price structure in 
its normal relationship and thereby stop 
advances. This does not mean that we 
would decree any price. The frozen 
structure is a schedule of maximum 
prices. Economic influence making for 
price declines would operate freely. We 
are simply clapping on a ceiling against 
advances and we immediately set up a 
Commission to rectify any incidental in- 
justices. In my opinion the mere fact 
that such a power and plan exists would 
have a great stabilizing effect on any 
tendency of prices to rise.” 








There is ever the shadow of some- 
thing similar being put into opera- 
tion here. So if you are sticking to 
frozen prices and making no money, 
beware of the consequences of a 
Washington freeze play—if and 
when. 


WHEN Mayor Fiorello LaGuardia 
of New York City rode into the 
arena at the head of a parade open- 
ing the world’s championship Madi- 
son Square Garden Rodeo, his feet 
were strikingly and correctly attired 
in a pair of Cowtown boots, turned 
out by hand at the little shop of 
Leon White, Brownwood, Texas. 
The boots have tops of highest grade 
patent leather, and the square-toed 
feet are made of alligator hide. The 
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younger White did the actual work 
on the boots, which were hand-made 
every step of the way. The design 
for them was drawn by a New York 
architect. Handstitched into the 
boot tops is the skyline of New York 








City and at the base of this design, 
on both front and back of the boots, 
is the official New York City seal, 
hand-tooled in gold. 


_ ” = 
ELLIOTT PHILLIPS whose fam- 
ily shoe store is in North Holly- 
wood, Calif., says: 

“Two years ago I was spending 
most of my waking hours worrying 
over my chain and syndicate store 
competition which had just moved 
in on me in my block. I was trying 
to buy shoes at a price; then to 
trim my windows like the chains— 
of which there were four within a 
couple of hundred feet of my store. 
You can imagine what chance a lit- 
tle one-man store had of competing 
against the really big boys. Now | 
don’t have any competition save the 
friendly competition of the others 
in business here in this neighbor- 
hood community. 

“Two traveling men put me on 


the right track. I followed the ad- 
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vice they gave me of putting in some 
good’ named lines in men’s, wo- 
men’s and children’s shoes. Even 
though I had a background of 
good shoe fitting and merchandis- 
ing, I studied up on both pretty 
hard. Since this change in mer- 
chandising policy, and as a result 
of a keener interest in fitting shoes 
well, the profit graph has been ris- 
ing steadily. 

“The biggest advertisement I have 
among my trade are the occasions 
I refused to sell shoes that didn’t 
fit, according to my standards. Peo- 
ple sometimes think I am crazy in 
sticking to this selling method, but 
I find it pays good dividends. Look- 
ing at it from another angle, | am 
the buyer, owner, janitor, floor 
walker and adjuster—so to save my 
time and patience in making adjust- 
ments, I find it better not to sell 
shoes that will ultimately need ad- 
justments. We’re not trying to make 
sales anyway .. . just trying to make 
friendly repeat customers.” 


MOVING the immovable is a Her- 
culean feat; to stretch the unstretch- 
able is an accomplishment by 
Vamos in behalf of a group of kid- 
skin manufacturers. 

Vamos was able to stretch suede 
and grain finishes but the enigma 
of the past four years has been to 
produce a smooth-looking leather. 
At las t— accomplishment — an d 
LASTI-KID was born. Patience 
and perseverance and hundreds of 
skins for research and experimenta- 
tion; and a new method was devised 
of adhering kid leather to “Lastex” 
through the development of a spe- 
cial cement. 

So an accolade for achievement is 
pinned on the following: Amalga- 
mated Leather Companies, Inc., Al- 
lied Kid Company, William Amer 
& Co., Beadenkopf Leather Com- 
pany, Burk Brothers, Dungan Hood 
& Co., John R. Evans & Co. and 
Surpass Leather Company. 
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MORE ABOUT ADVERTISING 





—"'Can you tell me whether the 
Oblivion Shoe Company is still in 
business or not?” 

—Similar requests for information 
are received at this office almost 
every mail. 

—Just as often as not the Oblivion 
Shoe Company is in business. 
—But it is an unknown quantity to 
the great majority of shoe mer- 

chants the country over. 

—Nobody has to make inquiries as 
to the existence or whereabouts 
of a manufacturer who adver- 
tises. 

—lIt pays to advertise. 


SUT en 


President 





YOLA D’AVRIL, the actress in 
Paramount’s “The Morning After,” 
limped painfully to her chair after 
completing a scene for the picture. 
“Did you hurt your ankle?” she 
was asked. “No,” she explained, “I 
just can’t wear shoes. And I’m not 
kidding. I haven’t worn a pair of 
shoes in four months. I’ve been 
to Hawaii and it’s going to be hard 
to get used to them again.” 
* * o 


“IT was twenty years ago that I 
came to Van Nuys, California, from 
Philadelphia and-started to grow up 
with the town in the retail shoe 
business,” said E. E. Rabe. “In 
Philadelphia I didn’t know my next 
door neighbor, either at home or in 
business, but here I have literally 
thousands of good neighbors. How- 
ever, my “growing up’ with the town 
didn’t seem to be getting along very 
fast until four years ago. You see, 
I previously thought I was a pretty 
smart style picker and could pick 
styles for my store just as well as 
Mr. Gude, Mr. Innes or Mr. Jesberg 
could for their Los Angeles stores. 
It was four years ago that I de- 
cided the stylists of the great, na- 
tionally advertised lines of men’s, 


women’s and children’s shoes knew 
more about real fashions than I 
ever hope to know. I found them 
to be so far ahead of my efforts that 
I now see how foolish I was to try 
to compete with them at their own 
game. 

“As near as I can figure out, 
there are mighty few sectionalized 
patterns or distinct styles. What 
will sell in Philadelphia, Phoenix 
or Seattle will generally sell equally 
well in Van Nuys. This policy of 
accepting what the advertisers in 
the REcoRDER say is right—is really 
making friends and profits for the 
Rabe Shoe Store. Now we are real- 
ly growing up with our fast grow- 
ing community.” 
TWO salesmen—competitors in ser- 
vice—apply technique best suited to 
their personalities. S. M. Dickens 
and J. A. Novich of the shoe depart- 
ment of A. Harris & Co., Dallas, 
Texas, are two of the leading shoe 
salesmen. Each one is constantly 
trying to run the top book during 


WE'RE DOIN’ ALL RI 


the month. Recently a two dollar 
bill was the difference in their 
monthly sales total. 

Novich, who is fifty years old and 
has twenty-eight years of shoe sell- 
in experience, finds two great pleas- 
ures in life—selling shoes and fish- 
ing. “When I quit selling shoes, 
I am going to spend all my time 
fishing.” He has three married 
daughters—all of whom have de- 
grees from Southern Methodist Uni- 
versity. This speaks eloquently for 
his earning power as a salesman. 
Give Novich plenty of traffic and he 
sells them—‘“wraps” them up and 
goes for the next customer. He has 
also built up some nice call business 
during his sixteen years with the 
department, but when traffic is 
heavy, he’s at his best. He says: 
“In my opinion, a natural approach, 
a knowledge of your stock plus a 
knowledge of the anatomy of the 
human foot are the important things 
in selling shoes.” 
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S. M. Dickens is twenty-eighi 
years old and sells shoes with an en- 
tirely different technique from No- 
vich. He takes his time and shows 
lots of shoes. Although with the 
store only three years, he has a nice 
following. He is particularly strong 
in selling high style shoes. When 
he misses a customer, he accepts the 
turn-down, with a pleasant smile, 
just as if he had sold her a double 


header. 
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PUBLIC spirited shoemen, every- 
where—reenact the scene: 

Scene: Warn and Warn’s Shoe 
Store, Spokane, Wash. 

Customer (Who has just selected 
shoes) asks: “How much will that 
be?” 

Otto Warn (Answers) : “Give me 
one day’s dough, 

Then a little more for the U.S.0.” 

Well, we can’t swear that it actu- 
ally happened, but it might easily 
have, when you consider the long 
hours and the amount of work Mr. 
Warn is giving to the Spokane Com- 
munity Chest drive. He is heading 
division B as “General,” and his 
many and loyal activities in local 
civic affairs and the energy he is 
giving this drive promise that the 
shoe fraternity will be proud of 
their representative when the month 
ends with a Victory dinner. Inci- 
dentally, the jingle is one that has 
caught on with some of the Chest 


workers in Spokane. 
- * . 


IF Howard Shoup of Warner Broth- 
ers has his way, the boyish togs 
worn by college girls will be “fash- 
ionkrieged” out of existence and the 
softest, most feminine clothes will 
take their place. 

“T’ve always considered the slop- 
py sweaters, beanies and heavy 
shoes worn by college girls an 
abomination,” this noted fashion 
designer contends. “Now, more 
than ever, I feel these girls should 
be careful, of their appearance. 
Boys home on leave want to take 
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back with them a mental picture of 
their girl friends in attractive fem- 
inine get-ups. I am so certain about 
the eventual disappearance of the 
clodhopper styles that in “The Male 
Animal” none of the girls will wear 
collegiate looking clothes. 

“Joan Leslie, as the girl of school 
age, goes to classes wearing smart 
frocks and good looking shoes. Her 
shoes are all dainty, with either 
medium heels or very high ones. 
She wears only the sheerest chiffon 
hosiery. The colors I chose for the 
wardrobe are gay, but not gaudy, 
reds, greens, blues—all greyed, dif- 
fused.” 


” ~ * 


A GROUP of Canadian shoe manu- 
facturers have undertaken an adver- 
tising campaign to encourage walk- 
ing and thereby increase the demand 
for shoes. “You can foot it com- 
fortably in Canadian-made shoes,” 
they say, urging the public to “Join 
the Order of Patriotic Pedestrians— 
Save Gas—Gain Health by Walk- 
ing.” The manufacturers united in 
this campaign are: Aird and Son, 
Ltd.; Arrow Shoe, Ltd.; Daoust, 
Lalonde et Cie, Ltee.; MacFarlane 











Lefaivre Ltd.; Tarsal Ease Shoe Co., 
Ltd.; The John Ritchie Co., Ltd.; 
Slater Shoe Co., Ltd. and Alfred 
Lambert, Inc. 


* * 


ALL eyes southward! The signing 
of the reciprocal trade agreement 
between the United States and the 
Argentine is a fortunate develop- 
ment in hemispherical harmony. It 
is especially welcome just now, when 
good relations in the western hemis- 
phere are so important. The west- 












ern meat producers may object 
strenuously to the relaxation on Ar- 
gentine beef but this is a new world 
of give and take. A freer exchange 
of goods will mean a higher stand- 


ard of living. Already South 


America is receptive to United 
States styling and we, in turn, find 
swell promotional ideas in South 
American colors and designs for 
Summer casual wear. 











“| want a pair of evening shoes—a size and a half too small, and a pair of oxfords for 


defense work—a size too large.” 
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DEFENSE BLUEPRINT 
For SHOE MERCHANTS | 


JOHN T. BARTLETT 


RETAILING, like other business, is 
fundamentally an enterprise in risk— 
an attempt to devise policies and meth- 
ods which will control chance. Na- 
tional defense doesn’t alter this prin- 
ciple, but it does bring us new and 
bizarre intangibles. With some aptness, 
a shoe man said to me, “Imagine play- 
ing football with two pigskins and 
three goal lines. That’s business today. 
We'll all go nuts!” 

My friend referred, of course, to 
such defense phenomena as priorities, 
allocations and ceilings; to the emer- 
gency banishment of old-fashioned 
supply and demand. I sympathized 
with him. We contend in retail busi- 
ness today with strange and bewilder- 
ing factors; we don’t know what we'll 
have to fight a year, or two years. 
hence. 

Having granted which, I ask, “So 
What?” Just this—Retailing definitely 
continues as an essential and poten- 
tially profitable business. There are 
new hazards, plenty of them. But there 
are also factors which, in the short- 
term view, are very favorable—notably, 
a large increase in consumer spending 
power. That fact is colossally impor- 
tant. With it, we can develop a blue- 
print which, adjusting procedure to 
new risks, contains reasonable hope of 
profit. 

The eight-point program which I 
submit is based on a survey among the 
‘conventional sources—shoe and other 
merchants, suppliers, economists— 
plus conversations with political ob- 
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RETAILING UNDER NATIONAL DEFENSE 





PRICE FOR A FAIR PROFIT 


A keen trade observer told Mr. Bart- 
lett, the author of this article: “There 
has been so much propaganda directed 
at keeping prices down, issued by the 
government and consumer sources, that 
there is actually some danger that re- 
tail merchants wor't advance prices 
fast enough.” And Mr. Bartlett adds: 


“The shoe merchant should embody 
merchandise price increases in resale 
figures as soon as practical. | say prac- 
tical, because | realize that competi- 
tion must be considered. With rising 
costs crowding him from not one, but 
several directions, with the certainty of 
tremendous fax increases, the mer- 
chant's cost of doing business heads for 
a substantial rise. The dealer must get 
wider margins to compensate. 

“Profits are still thoroughly ethical 
and proper. More than that, they care 
indispensable in a democratic economy. 
Under national defense, shoe merchants 
should price their merchandise to make 
money, and they should not conceal nor 
apologize for the fact." 





servers. Once we didn’t give much 
consideration to politics in connection 
with the retail shoe business. Now we 
have to keep political pressure con- 
stantly in mind. 

Nobody knows right now, for ex- 
ample, just how much curtailment will 
eccur in civilian supply (a field in 
which the shoe trade so far has been 
relatively fortunate). Big joker in the 
game is political pressure, which— 
descending on Washington from af- 
fected industries, groups, communities 
—had much to do with establishment 
of allocations. We recognize the other 


by JOHN T. BARTLETT 
Business Research 
Specialist 


obvious prime factors—our national 
production capacity, the unpredictable 
course of the war—but we emphasize 
political pressure. All-out Washington 
warnings may seem final, but a vocal 
electorate can lead to -sail trimming. 
Since political pressure affects other 
questions, too—taxes, price regulation, 
the future of private enterprise—I shall 
have more to say concerning it as this 
series unfolds. 

Basic assumption of this blueprint: 
The shoe merchant is going to have 
goods to sell, perhaps not the stock he 
would like, but merchandise. That 
brings me to Point No. 1. 

Be a Good Soldier! Cultivate a 
philosophy of optimism and good- 
humor. The national defense effort is 
full of annoyances, grief, hard going; 
but so is the life of a buck private. 
And how does he take bad weather, an 
arrogant sergeant, grub he doesn’t 
like? Like a soldier—in stride! 

We may not get the merchandise we 
want. We may have to explain to Mrs. 
Thatcher, partial to imported leathers, 
that we’re sorry, “And here is some- 
thing nice and very much better” of 
domestic origin. We may not have the 
spectacular style variety, lending itself 
to snappy promotion, that in past years 

[TURN TO PAGE 42, PLEASE] 
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LEADERS IN FASHION FIELD 


Picture on opposite page— 
Story on page 58. 


International News Photo 
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THE NEXT 60 DAYS Are Extremely Important to the 
Retail Shoe Business. Two Months in Which to 
Catch Up on Your Late Fall Selling and Get a Head 
Start into Winter. More Seasonable Weather and 
the Fact That Many Women Have Delayed Their 
Buying This Season Should Put.Them in the Market 
for All Prevailing Types in Suede, Alligator, Polished, 
Antqued and Crushed Leathers. Promote to Profit. 





PLAN FOR THE 


NEXT 60 DAYS 
OF SHOE SELLING 


THE recent lull in retailing business . . . shoe, hat, coat 
and dress departments alike . . . has been laid to several 
causes. The Weather Man is one of them and obviously 
an important one. A very warm, dry October has 
tempted women to go on wearing their Spring and Sum- 
mer clothes. Not having bought their Fall suits, coats 
and dresses, they have not been prepared to invest in 
shoes, handbags, hats, etc. Although there are some 
women who build their whole wardrobe around their 
shoes, they do not make the volume shoe business of 
the country. Perhaps that happy day will come, but 
it’s not here yet. 


MORE SMOOTH LEATHERS 


In many stores where Fall shoes have been moving, it 
is the smooth leathers that have been selling. The 
weather has been hot and women say that suedes are 
too warm, forgetting altogether that many of these 
suedes are opened up and perforated. One Pennsylvania 
* retailer, who had been having trouble moving his suedes, 
remarked recently to us, “If they could only realize that 
suede is the same as the smooth leather they are buying, 
only finished on the other side.” 

In the upper price brackets, due to the weather and 
other causes, ready-to-wear and shoes have been shown 
later than usual because people have stayed in the 
country later than usual. As a result, the high fash- 
ion apparel business has been slowed up. 


OTHER MERCHANDISE HAS SOLD 


Increased buying of refrigerators, stoves and other 
household equipment has taken business from the ap- 
parel departments. The new defense sales tax on cer- 
tain luxuries led to greatly increased buying of these 
articles before the tax became effective. Here are other 
important reasons for the slowing down of the shoe and 
ready-to-wear business. 

But now that consumers have stocked up on every- 
thing else, the time has come to pay attention to their 
own apparel needs. Clothing does not wear forever 


Smart coordination of collar with a matching muff 

concealing a purse. A typical town costume that will 

help to sell your dressier tailored shoes in suede, 

smooth and crushed leathers, as well as fabric and 

leather combination. The collar is of Fromm Pedi- 
greed Silver Fox. 
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. have an entirely different woman . . 


and shoes, unlike any other garment, cannot be altered 
to catch up with this year’s styles. What's more, if 
there ever was a year when women needed to be well- 
shod, this is the year. National health is a part of 
national defense. . . . As you know, instruction in proper 
feeding is being sponsored by the government as an 
important phase of national defense. Correctly fitted 
shoes . . . designed to support and protect the feet . . . 
are a necessary adjunct of good health. They should be 
a basic principle of correct dressing for every woman, 
whether she is a housewife, a career woman, a society 
belle or a defense worker. And many women will com- 
bine several of these functions. 


CAMPAIGN FOR BETTER FITTING 


We wonder whether shoe men really appreciate the 
basic importance of properly fitted shoes. Such shoes 
spell freedom and ease of movement and genuine com- 
fort and happiness. A comfortably- and smartly- 
shod woman is equipped to do good work with a maxi- 
mum of ease and efficiency and a minimum of fatigue. 
Put that same woman into badly fitted shoes and you 
. functioning under 
needless strain and discomfort. Greater attention to 
correct fit could be an important phase of your Novem- 
ber selling. 


SELL A SHOE WARDROBE 


Don’t let your customer get away with the idea that 
one pair of Fall shoes is enough. Of course, her smart 
polished or antiqued calfskin, alligator or crushed 
leather shoes are just right with many of her Fall 
clothes . . . with all her tailored clothes, in fact. But 
don’t let her forget that she has other clothes besides 
these tweeds and tailored suits. She will be wearing 
her dressier Winter coat in November and she'll need 
dressier shoes to go with it . . . suede shoes in black and 
brown or possibly green or high fashion blue. Black 
and brown, by the bye, are reported to be running just 
about neck and neck across the country. 

These are just some of the possible points to stress in 
your November promotions. Knowing your store, your 
stock, your community and weather conditions, you are 
the one best qualified to decide how you will push your 
shoes in November, with every expectation of a month 
of very good business. 











NEW YORK 


FORMAL opening of the Spring, 1942, shoe market 
took place in New York City this week. Hundreds of 
lines in all price brackets were shown at the Commo- 
dore, McAlpin, New Yorker and Vanderbilt Hotels. 


Buyers from all parts of the country participated. Buy- . 


ing was good and optimism ran high. The question of 
delivery seemed a more serious problem to most buy- 
ers than the question of price rises. Diversity of 
styles pointed to a determination to carry on business 
as nearly normally as possible. 

Noteworthy throughout the Show is the fact that new 
conditions have not so far reduced the number and 
variety of styles, even in women’s shoes. In fact some 
manufacturers are frankly offering more diversity than 
usual. They see the need for increased stimulation and 
brightening in the Spring style picture as having a good 
psychological effect. With this thought they emphasize 
color and also the idea of unusual and youthful styles. 
Others explain their apparent diversity by showing 
that a new trimming treatment on a carry-over base has 
all the appearance of a new idea. 

You will find plenty of attractive new pump trim- 
mings from very pretty feminine rosettes, petals, soft 
fabric bows and folded tongues to new kinds of tailored 
ornaments such as square flat buckles, flaring and asym- 
metric Colonial effects, etc. Spectator pumps have been 
given more new treatments than in any past season and 
the term has been extended to include sling pumps with 
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SHOWS OPEN 


a tailored look. Materials and combinations are more — 
diversified in spectators than in past seasons. The in- 
troduction of cream and the increased use of natural 
color fabrics is one reason for this change. The strap 
spectator seems to have increased favor. It is even 
being shown with open back . . . another instance of 
the growing vogue for the sling back. 

Straps, in general, are constantly growing in popular- 
ity. Combined with the new interest in sandals they 
point to ‘an unusually important season for straps and 
buckles. Sandals with buckles and straps are only one 
kind of sandal this season, however. Stretchable ad- 


‘fustments are very prevalent. The wishbone effect and 


cross straps with goring adjustment seems due for in- 
creased play. Sandals look especially new either in 
high heavy heels with clog soles or in little low-heel 
types suggesting Greek, Roman and barefoot inspira- 
tion. (For further details and pictures see October 18th 
RECORDER story “Classic Revival.”) 

Along with sandals are sandalized pumps with very 
open shanks and sandalized oxfords, often with open 
backs, especially new looking on really low heels . . 
around 13/8. These are not in the casual group so 
much as in the new trend to very low heels for street 
shoes. 

Another kind of opened-up shoe that is very new . . . 
introduced this Summer as a high fashion idea . . : is 
the ballet slipper, adapted to street shoes, sometimes on 
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SPRING SHOE MARKET 


First Showings of Women's Spring Shoes Accom- 


panied by Strongly Optimistic Outlook for Coming 
Season. Diversity in Styles Marks New Season, with 
Economy and Simplification Seen in Use of Carried- 
Over Bases Which Have Been Given Fresh Interest 





a low childish heel. It is part of the growing trend to 
ankle-laced shoes with very open vamps. The revived 
interest in the ghillie tie is one part of this trend. The 
popularity of the espadrille in last Summer’s play shoes 
marks the other part of this new fashion . . . the idea 
of lacing around the ankle. The increased vogue for 
ankle straps is another phase of this ankle interest. 

Casual patterns are of every kind from little open- 
toed pumps with scooped wedge heels to sandalized ties 
and nail-studded classical sandals. The prospects for 
a good season are bigger than ever. 

With all these diversified styles, you will still place 
your bread and butter business in the comfortable fitted 
elasticized pump and high or low riding slipon. They 
look just as smart and wearable as ever and, on a 16/8 
or 17/8 heel, they are still the choice of the great ma- 
jority of the buying public. Add to these two, the 
smartly styled oxford on the same heel heights and you 
have a complete picture of the best selling types for 
Spring on into Summer. For women who want some- 
thing other than an elasticized shoe in their slipon, 
there are gored shoes and a new stretchable binding for 


the top. 
Color 


Color focuses on black for early selling. Blue will, of 
course, be a good Easter color. The importance of 
blue depends on ready-to-wear colors and how big a 
percentage patent leather takes. There is a possibility 
that this may be the biggest patent leather year on 
record. One leading style house is showing blue patent 
leather as well. The same manufacturer is showing 
three browns for Spring with the conviction that women 
want a Spring brown suitable for each type of daytime 
shoe. The beige family is very good from palest cream 
to American saddle in all kinds of leathers and fabrics 
on the market. In linen and other Summer weaves it is 
a natural or string color rather than a cream. Red is 
again being featured as the most popular and practical 
high color. It is again a bright clear red . . . not a 
blue red .. . which contrasts well with bright yellows, 
greens, etc., and soft pastels and misted shades. Two 
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by New Combinations of Material, Color and Trim. 


and three tone combinations in casuals and play shoes 
are important. The flag colors in varied combinations 
such as blue and red, navy and white, etc., continue 
strong. Green crops up as an accent note on white and 
colors. It is still more a style, than a volume, accent 
color. The same is true of yellow. Multicolor strip 
sandals look very good, as do also ombré effects, especial- 
ly in the cream to brown family. 


Patterns 

Highlights in women’s Spring, 1942, styles include 
continued importance of pumps of all types, also slip- 
ons, and a growing trend to sandals and sandalized 
treatments of pumps and oxfords. Ghillie, espadrille 
and ballet slipper lacings are a growing trend. Straps 
and buckles on all heel heights are to be noted as im- 
portant. Spectator and casual types are slated for an 
even bigger percentage of business than a year ago. 


Materials 


In materials, patent leather, gabardine and polished 
calf are stressed for early selling. Crushed kidskin and 
specially tanned calfskin for elasticizing have an impor- 
tant place all through the season. A limited number 
of dark suedes should be included in the Spring pair- 
age. Reptiles including alligator grain calf, genuine 
lizard and snakeskin, especially for trims, are favored. 
Softie leathers for casual shoes and suede, natural linen 
and other Summer fabrics for spectators are outstand- 
ing. Suede and glazed kidskin are also very important 
in Summer sandals. 


Heels, Lasts, Etc. 


Low heels, from 16/8 or 17/8 down to 9/8, are 
stronger than ever. A very heavy heel on some high, as 
well as low, types is an important style idea. Platform 
soles on street, as well as casual, shoes continue. Thick 
clog soles carry on chiefly in sandals and as a novelty 


fashion. One of the most sensational ideas is the return 


to favor of the open back. Sling pumps and also sling 
[TURN TO PAGE 49, PLEASE] 
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Time Honored Firm 


MURRAY S. ROLFE 


Manager of Dalsimer store 


Four modern departments together with hosiery and 
handbag shops comprise the new store. The men’s de- 
partment is located just inside the entrance while the 
women’s fashion salon occupies the main portion and 
to the left of the street floor. The orthopedic and juve- 


nile departments are located on the mezzanine. 


SYLVAN DALSIMER 


Founder of the Dalsimer business in 1876 


PONCE DE LEON searched vainly for the fountain of 
youth, and many businesses have been equally unsuc- 
cessful, but this is assuredly not true of the old, estab- 
lished family shoe store “dalsimer’s” (spelled these days 
with a small “d” as symbolic of the modern trend) who 
have just completed the entire remodeling of their pres- 
ent store at 1211-1213 Chestnut Street in Philadelphia. 
The new store is truly modern in the finest and most 
artistic sense of the word; even the air-conditioning out- 
lets, instead of being the customary gratings, are open 
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and illuminated and serve as display niches for se- 
lected shoes. 

It is a far cry from the original store as established in 
1876, when Sylvan Dalsimer opened a single-front shop 
on North Ninth Street. But Mr. Dalsimer was a man of 
vision as well as merchandising. He knew that mere 
selling was not enough, and in those early days he 
established a slogan that has been consistently followed 
and lived up to until now—* "Tis a feat to fit feet.” 

Personal service and careful fitting have always been 
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emphasized in the Dalsimer code of retailing. The firm 
believes it is wise policy to give the utmost in conscien- 
tious consideration to the customers it has, and then to 
seek extra business in the knowledge that it has a nu- 
cleus of loyal customers who will not only return season 
after season but also spread the story of shoe satisfac- 
tion to others by word of mouth. One item of service 
that stands out as rather unique in the Dalsimer store 
is the firm’s specialization in small sizes to supply the 
needs of customers who would otherwise have to have 





their shoes specially ordered. Dalsimer’s carries shoes 
in stock as emall as size 2 and sells them at regular 
prices. 

In addition to all this, Dalsimer’s ranks with the out- 
standing style leaders in the United States and brings 
to Philadelphia the newest in fashions, while maintain- 
ing high quality standards at all times. 

Soon the first store became too small for the growing 
business and much larger quarters were required, so the 


The deep entrance to the store provides a 
full sweep of display windows, sectionalized 
in design for individual groupings of mer- 
chandise and allowing a clear view through 
the glass doors of the store interior. 


in a Modern Environment 


DALSIMER 
REMODELED AND BEAUTIFUL SHOE STORE AT THE CHEST- 






Lusiness was moved to 1204-06-08 Market Street, where 
it continued to thrive for forty years, or until ten years 
ago, when the present location was occupied. 

Sylvan Dalsimer was born nearly a hundred years ago 
in Natchez, Miss. He started one of early shoe factories 
in the Middle East in Camden, N. J., just across the river 
from Philadelphia. This was prior to the opening of his 
retail store. Many of the older generation will recog- 
nize his portrait as shown here. 








DALSIMER’S is in more sense than one a family shoe 
store. It was not only created to serve the family, but 
*it is family conducted. Herbert and Milton Dalsimer, 
sons of the founder, are associated in the conduct of the 
business and Murray S. Rolfe, by marriage a member 
of the family, is manager. Also associated with the oper- 
ation of the store is Sylvan Dalsimer, grandson of the 








founder of the business. 






[TURN TO PAGE 44, PLEASE] 






OF PHILADELPHIA NOW OCCUPIES A 












NUT STREET LOCATION WHERE THIS FAMOUS FOOT- 
WEAR ESTABLISHMENT HAS FOR THE PAST TEN YEARS 
MAINTAINED THE TRADITION OF QUALITY AND SERVICE 
INAUGURATED BY SYLVAN DALSIMER, THE FOUNDER, IN 
1876—FOUR COMPLETE DEPARTMENTS IN NEW STORE 














November |, 194! 31 


CAREER MAN 
IN 


EPISODE X: 
LOOKING AHEAD 


SHOE RETAILING . . .. 


THE SERIAL STORY OF ED FREEMAN AND HIS 


RECORDER 
FEATURE + 


ADVENTURES IN THE SHOE BUSINESS DRAWS 


TO A CLOSE ON A PATRIOTIC NOTE AS THE 
YOUNG SHOE MAN PLANS TO LEAVE FOR CAMP AFTER WIN- 
NING THE CONFIDENCE OF THE COMMUNITY AND THE 
HEART OF THE GIRL OF HIS CHOICE. 


ED FREEMAN looked around for Jack Perkins, his in- 
valuable aide in time of trouble. Jack’s long experience 
in shoes helped Ed over many a problem. And Ed was 
even more grateful to Jack for being the father of the 
most wonderful girl he’d ever known, Gretchen, whose 
accomplishments began by being the church organist 
and ended Ed had no idea where. For Gretchen knew 
shoes, having heard nothing but shoes since she was a 
baby. She liked people, the outdoors, everything Ed 
liked. “Well, she’s just—wonderful,” is as far as Ed 
could ever get in describing her accomplishments to 
himself. ° 

At first Ed had hoped Gretchen would help Jack with 
the store while he served his training stint. But as the 
time got nearer when Ed figured he’d be inducted, he 
began to hope for a little more than just a store assis- 
tant. Gosh, she seemed to like him. Maybe—- 

He snapped his mind back to business. “Jack,” he 
called. “Where are you? There are some letters here 
I need some help on.” 

Jack appeared from behind the stacks, his white hair 
slightly awry. He’d been making lists for needed re- 
orders. 

“Pull up a chair,” Ed waved a nervous hand. “This 
is going to need some talking over. First, Simpson Co. 
writes they can only fill 70 per cent of the last order we 
sent in.” 
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by THOMAS N. YOUNG 


“I wondered when they'd begin shutting down,” Jack 
said calmly. “They've got some big contracts for 
soldiers’ shoes. You'll be mighty glad of that in a couple 
of months when you start marching around yourself.” 

“Yes, but what'll we do without work shoes for the 
farmers?” Ed asked helplessly. 

“We'll have plenty of shoes, never fear,” Jack said 
easily. “It'll be like the last war. We may have more 
soldiers who have to be fitted this time, but the principle 
will work out the same. This letter doesn’t mean that 
you'll only get 70 per cent of delivery on each order, 
but that they can only send 70 per cent right now. The 
balance will follow as they can ship. Mr. Jenkins will 
probably be along in a few days and find out just exact- 
ly what you’ve got to have. Shoe styles will be cut down 
—but who needs so many shoe styles anyway? We'll 
be asked to figure out what our actual requirements will 
be. Deliveries will be made on that basis, if this works 
out as it did in the last war.” 


ED realized that the huge orders he’d been reading in 
the trade papers, that many stores were putting in, 
couldn’t possibly be filled if raw material sources were 
to be preserved at all. He. nodded. “But what about 
this other letter? Mr. Robins needed some leather for 
the work-bench. Now the leather company wants to 
know what we're going to use the leather for and a lot 
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of other questions. Are we going to have to get a 
priority for the leather we need?” 

“Fitting farmers’ ill-formed feet so they can get 
around behind a plow will get you anything you need 
at any time, young fellow,” Jack laughed. “We can 
answer their questions easily enough and assure them 
the leather won’t stand on stock shelves or be wasted, 
which is really what they want to know. 


“A LOT of people are going to grumble about regula- 
tions. But when you swing a country to a war-time 
basis, whether it’s for defense or full participation, you 
have to ask people to cut out the fancy doo-dads. It 
didn’t hurt us the last time to wear plain clothes while 
we worked. In fact, if we’d stop talking so much about 
it, we'd be wearing plain clothes and sensible shoes 
anyway. How can you get any work done in frills and 
high heels, if you’re a woman? And if you’re a man 
you're either in the army and don’t need four new suits, 
or working outside, for the U.S.O., the Red Cross or 
selling Defense Borids—I suppose that’s what it'll be 
instead of Liberty Bonds this time—and you won't have 
time to wear more than one suit at a time no matter 
what you do. Life goes on, war or no war. People have 
lo eat, wear what clothes they find most useful, and have 
a little amusement. Frills go by the board until a war 





is over. Then, they burst out all over the place because 
folks haven’t had them and they suddenly crave them— 
men as well as women. And we storekeepers must be 
ready to sell them when they want them. But the time 
is not now.” 

Ed had been thinking about the implications of what 
Jack said as the older man spoke. He suddenly got an 
idea of the quiet strength which is the backbone of 
America. Mytown and its merchants were personified 
in Jack Perkins’ philosophy. 

“You mean that Mr. Robins can serve his country 
at his work-bench, making good shoes for crippled 
farmers’ feet, just as much as though he were in train- 
ing?” 

Jack nodded. “And we can see that nothing is wasted, 
nothing ordered we don’t need. We can conserve the 
raw material supply. We may be only one unit of a 
vast army of shoe stores, but in total we represent either 
a fearful waste of leather or a considerable saving of it.” 


THE next several days in Mytown, Jack noticed a more 
thoughtful air on the faces of the other merchants. They. 
too, had received letters asking them to take stock of 
needed materials and order just what they needed. He 
spoke of it to Gretchen when he called. 

[TURN TO PAGE 45, PLEASE] 





Ed had been thinking about the implica- 
tions of what Jack Perkins said as the 
older man spoke. He suddenly got an idea 
of the quiet strength which is the back- 
bone of America. Mytown and its mer- 
chants were personified in Jack Perkins’ 
friendly philosophy of life. 
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The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Expect the Unexpected 


MANY a business is at the point of real danger without 
knowing it. Forces are at work over which business 
men have no control. A priority for defense may kill 
a sale at retail, and the item involved only a spoonful 
of cement. 

Good fortune, however, attends an industry that is 
indispensable to every man, woman and child—perhaps 
the only one common contact industry in America (be- 
cause everyone must have foot coverings), the shoe 
industry stands unique. But don’t get lulled into a 
sense of security by the fact that you are a public ser- 
vice. That smugness may be your undoing. 

“Over 20,000 businesses died almost overnight in 
England when the war started,” says Floyd B. Odlum, 
whose function is to scatter U. S. war contracts into 
little plant the country over. Already he has discovered 
hundreds of plants subject to the “kiss of death” in the 
next few months. In one town alone, every manufac- 
turing plant is on the way out because the plants can’t 
continue using a metal preempted for war materials and 
therefore not available for manufacture for civilian use. 
What’s going to happen to the shoe stores in that town, 
unless Floyd Odlum and his advisors aid the factories 
to readapt themselves to defense sub-contracts? 

At this moment, many a business is going through a 
very peculiar experience. It’s breathing and working 
and paying wages on current work—knowing that its 
head will fall in the basket some weeks or months hence. 
It’s the old story of the darky who clipped an enemy 
soldier with a razor and when his opponent said: “You 
missed me,” the darky replied: “Just wait till you 
sneeze, boy; wait till you sneeze.” 

This is a time for extreme alertness because, although 
the present is bright, you can see the future through 
the glass, darkly. The public is in a very funny mood 
too. It’s heard the cry of shortage, shortage, shortage 
only to find that as far as its immediate wants are con- 
cerned, there is no apparent shortage in stores or in 
buying. ‘This gasoline experience didn’t help very 
much—because now that the shortage has been scared 
away, the public figures it out as just a psychological 
experiment. The public bought silk hose and yet to- 
day’s newspaper had a full page, offering all-silk hose, 
heel to toe, at clearance prices. And yet again, if the 
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Japanese situation continues, there won't be a pound 
of silk spinning on the machines next Spring. 

Now, getting down to our own industry. We have 
walked around all the early shortages by the use of 
that amazing ingenuity that is contained within the 
craft that has acquired its experience through the great 
adaptability to the whims of women. There will be no 
shortage of shoes as foot coverings. There are plenty 
of those; but that’s not saying what types, what selec- 
tions. If the demand for calfskin keeps up, you'll see 
some of the chains go back to side leather and kips. 
There are not enough patent leather plants to make the 
supply needed for a fashion bulge in shiny leathers. If 
we have a shooting war in the Orient, we will be out of 
rubber and that’s no fooling matter. 

We will feel shortages next year that will put a crimp 
in our operations as an immense volume industry. At 
this point, don’t react the way the public is—saying: 
“Wolf, wolf, wolf.” Make no mistake about it, there’s 
e real wolf and he is not so many months away either. 

We have given the public shoes to the point where 
they take it for granted that we will continue to give 
them, at the same old magic prices—without profit to 
industry. Those billions of dollars that will go into 
wages won’t be lavishly spent in the purchase of many 
more million pairs of shoes. The American public 
doesn’t buy ten pairs of shoes because it has the money 
in its pocket—when it only has a use and fashion fancy 
for three pairs of shoes, per person per year. You're 
not going to get it in many more pairs. 

The guy who is running the liquor store will get his 
ten bottles where one was purchased before and there 
are other industries that will get the runing dollars be- 
cause they are in fields that permit expansion of de- 
mand, providing the public has the price. In a way, 
the shoe business has a limit and remember, we are 
riding pretty high as it is now. The American public 
has the highest fashion of living of any nation on the 
face of the glebe; and that holds true of shoes. 

There comes a time in the history of every business 
or industry or nation when fateful decisions must be 
made. America’s hour of decision is near at hand and 
that same responsibility rests upon the business—be it 
small or large. Give a longer look to your business 
than “the end of your nose.” 


Boot and Shoe Recorder 





IN STOCK 


High-throated pump, black 
gabardine with patent leath- 
er trim, Stock No. D3020; 
brown gabardine with brown 
calf trim, Stock No. D3420; 
blue gabardine with blue 
calf trim, Stock No. D3920. 


IN STOCK 


Five eyelet tie in black ga 


ardine with patent tn 
WINSLOW trim, Stock No. D6732. In blue 
abardine with blue calf trim, 
tock No. D6733. Brown 


gabardine with brown calf 
im, No. " 


IN STOCK 


Four eyelet tie og ag 8 a _— 
ished tan calf. Stock No. B6428 


ge oe 
ie <ov* | 2, y/ “”b Y RS 


~G 
SA » edie 


ws 


ELM 9... WINSLOW. .LACEY...three Selby Arch 
Presetver shoes created and designed to sell right 
now hes into Spring. Every smart detail of 
design has been keyed to offset the slow season 
...and meet your customers’ demands for shoes 
to complement their present wardrobe. 


COMFORT AND STYLE GALORE! Everything 
your smart customers love, they’!] find in these three 
Selby Arch Preserver shoes! Perfect fit... slen- 
derizing fashion-acclaimed styles in coveted pol- 
ished antique calf, or trim gabardine with patent 
leather or calf accents—all designed for 1941-42 
wardrobes. Plus all this, Selby Arch. Preservers 
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always give you that good ‘“‘talking point,” the 
exclusive comfort features...snug fit at the heel, 
freedom of toes, proper support for the arches! 


IN STOCK NOW! In the sizes, styles and fabric 
combinations for your town. Every shoe a “‘tween- 
season” best seller. All ready for immediate 
delivery to build volume and profits for you! 


THE SELBY SHOE COMPANY 
PORTSMOUTH, OHIO 
Fifth Avenue at 38th Street, New York City 


IN CANADA, Murroy-Selby, Utd. London, Ont. . . . IN ENGLAND, 
Selby Shoes, itd. London . . . IN AUSTRALIA, Selby Shoes (Aust.) itd., 
Sydney . . . IN NEW ZEALAND, Swinton & Ootes, Ud., Aucklond. 
Junior Arch Preservers by Green Shoe Mfg. Co., Boston, Massachusetts 
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CAN ADA’S action in throwing overboard 
its selective commodity price ceilings in 
favor of overall commodity price and 
wage ceilings so jolted Washington that 
President Roosevelt and Price Admin- 
istrator Leon Henderson put their heads 
together, issued a statement dubbing the 
move “a drastic experiment,” in effect 
called the time ripe for Congress to end 
its lethargy in handling the New Deal’s 
price control bill. 
aa * * 

TruTH is that Administration stalwarts 
fear the Canadian development will tend 


to further delay Congressional passage of 
the Administration’s price control mea- 
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sure. Essentialiy, the bill embodies a 
principle of price control which Canada, 
after two years’ experience, finds to be 
wanting. Members of Congress have 
stalled on the measure for months, some 
even risking their political careers by 
publicly pointing to two loopholes in the 
measure—no ceiling over wages and 
sanctioning above-parity farm prices. 
~ * * 


ADMINISTRATION strategists now will 
play up the fact that Canada is economi- 
cally prepared for the step and psycho- 
logically ready, that the move is a step 
closer to regimentation which, they sug- 
gest, can be avoided here by adopting 


Mr. Henderson’s plan of price control 
through selective commodity price ceil- 
ings. 

The blow struck New Dealers doubly 
hard coming at a time when Congression- 
al antipathy toward Mr. Henderson 
appears to be tapering off, when some 
members of Congress at least are virtu- 
ally resigned to one-man price-control 
machinery. 

Both pros and cons in Washington 
concede that the economies and price 
levels of the two countries are so closely 
interwinded, that the success of the price 
move to the north depends in large mea- 
sure on how efficiently prices are stabi- 


lized in the United States. 


* * # 


THOSE who recall Mr. Henderson’s re- 
puted belligerence when he first ap- 
proached members of Congress on price 
control saw none of that attitude when 
the Price Administrator recently ad- 
dressed a Washington gathering of busi- 
ness paper representatives. In an off- 
the-record talk, Mr. Henderson was al- 
most ingratiating. Only when a news 
photographer persisted in taking several 
flashbulb shots did he drop his mild 
manner. The Price Administrator, who 
enjoys basking in the publicity spotlight. 
threatened to personally eject the 
cameraman from the banquet hall. 


* * * 


PRELIMINARY to the felease of its 
forthcoming publication, “Trade and 
Professional Associations of the United 
States; 1941 Edition.” the Commerce 
Department finds that, with more than 
500 manufacturers’ associations already 
having huddles with OPM, trade asso- 
ciations are playing an increasingly im- 
portant role in the defense program. 
OPM instituted a purge of trade asso- 
ciation people from its ranks several 
months ago, subsequently found it had 
to rely more, and not less, on association 
help. Under a complicated system of 
setting up industry advisory committees, 
even now it goes out of its way to keep 
trade association people from member- 
ship where such committees can other- 
wise be made “truly representative.” 


* * 


Birp’s-EYE view of the leather indus- 
tries in September, as summarized by the 
Commerce Department: Raw material 
and leather sales steady . . . glove and 
footwear production maintained at high 
levels . . . retail sales recorded seasonal 
improvement ... heavy imports and high 
domestic output enables covering of al- 
most all requirements. 

Shoe production in excess of 44,000,- 
000 pairs in August, only slight seasonal 
decline in September . . . government 
shoe purchases continue at average 
monthly rate of 1,750,000 pairs, 3 per 

[TURN TO PAGE 53, PLEASE] 
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QUALITY IN GABARDINE 


IS ASSOCIATED WITH THE NAME 


EINSTEIN anv INDISPENSABLE 


TO GOOD SHOES... 


J. EINSTEIN, inc. 


ONE PARK AVENUE + NEW YORK 


SEE and SELECT 
#1460 


BEAUTIFUL TO LOOK AT — PLEASING 
TO FIT AND FEEL — AND DURABLE 
TO WEAR — SAMPLES ON REQUEST 


$TtT. tL[OoOuis a CINCINNATI! * MitwaAaurtkeeE 
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by JOHN F. W. ANDERSON 


Let the Public Write Your Ads 


And they may buy more shoes. At 
least Nordstrom’s Shoe Store in Se- 
attle, Washington, has found that it 
builds goodwill and gives the store 
new ideas and thoughts as to what the 
public thinks of the store. It all re- 
volves around public ad writing con- 
tests with valuable awards for the 
best selected ads of the store. 

A great variety of angles and new 
suggestions are being received by the 
store as the public takes pen in hand 
to tell what appeals most to them 
about the shoe store whose windows 
are filled with Autumh atmosphere 
and new Fall footwear for all mem- 
bers of the family. 


* # 


For Children Only 


When you step across the threshold 
of Swope’s Children’s Shoe Shop in 
St. Louis you think that you have 
made a mistake. This isn’t a shoe 


store, you say, this is the living room , 


of a colonial house. For in place of 
uniform seats, early American chairs 
—some high backed, some short and 
some extra small for baby—are scat- 
tered around the room. Picturesque 
prints and samplers hang from the 
walls. No shelves are in sight. In 
fact the only evidence that this is a 
shoe shop are a few children’s shoes 
attractively arranged on an old cor- 
ner stand and socks draped casually 
on an antique chest. In fact without 
these traces' of merchandise in sight 
one might believe that one was in a 
Colonial living room all set for a 
party with a huge bowl of lollypops 


on one table and a Birthday Book 
on another. 

Mr. McCain says that all young- 
sters are asked to sign the birthday 
book and they receive a friendly card 
on the correct day. The psychology 
of the bowl of lollypops helps a lot 
in making the youngsters feel at 
home. In fact, Mr. McCain reports 





We sew them fot on Common 
Muanda, wordedd Kgh clogs 
equally he bor mornings © oF 
even.ngs ov! Now we Bring ‘hem 
to you, exciting os the low strum 
ming of on Argentine quiter. pc 
rere ot oid Baha fnctonel 
os modern Bin, ln beck welt 





BLOCK’S 


South American magic 





that many a college girl drops in and 
asks whether we still have the bowl 
of lollypops. 

The informal, homelike atmosphere 
of this store is an important advance- 
ment in ease of fitting children. Chil- 
dren will relax more, fidget less, and 
be happier in a store that looks like 


home. 
* * * 


“Light-hearted and Casual” 
(Volk, Dallas) 
* 


* 


School Boy Heroes 


We recently passed a shoe store on 
Fordham Road, New York, that had 
placed photographs in the window of 
the members of the nearby Fordham 
University football team. Here is an 
idea that should be an “interest get- 
ter” for all shoe store windows at this 
time of the year. It could be carried 
one step further by offering in win- 
dow signs a photograph of the local 
football team to all boys who bought 
a pair of shoes. 

* 7 * 


Seen Through the Knothole 


Students of the human mind say 
that Americans have more curiosity 
than any other race. A little incident 
we observed the other day leads us 
to believe that it is true. 

The front window of a shoe store 
had been broken and the merchant 
had boarded up the window area 
while waiting for the new glass. Not 
wishing to lose the full selling value 
of his window display, however, the 
merchant had cut half a dozen holes 
—three inches in diameter—across 


the boards at eye level. TAKE A 
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PEEK AT THE SHOW was painted 
across the top in black letters. Now, 
we observed a curious phenomenon. 
Dozens of people stopped on their 
way down the street to take a look 
through the knotholes and many even 
crossed the street to look at the show. 
And, mind you, most of these people 
would ordinarily have only cast a 
quick glance at a window display as 
they walked along. Not a bad idea. 

_ * + 

“especially for you...” ~ 

(Robinson’s, Los Angeles) 

* * * 


Extra Profit Makers 


Shoes aren’t the only thing that can 
be sold in the shoe store. No! not by 
a long shot! And we do believe that 
with the Christmas season coming 
along, shoe merchants will be inter: 
ested in the many extra sale possibil- 
ities from the catalog of Lewis & 
Conger, often known as the “Sleep 
Shop.” As for instance: 

“FOOT POWDERER—To keep the 
floor from looking as if a snowstorm 
had occurred. Just place your foot 
inside—press the pedal gently—a 
light coating of powder is dusted on 
for you.” 

“SHOE-BOX STOOLS —a _ handy 
combination; tuck brushes and pol- 
ishes in the box. When the foot-rest 
lid is closed, the box becomes an at- 
tractive bathroom seat.” 

“THE HAPPY BAREFOOT CAVE- 
MAN could avoid foot troubles by 


outrunning dinosaurs. We have a safer 
way—daily workouts with the Hi- 
Peder. It relieves and strengthens 
those foot and leg muscles that now 
tire ¥ 
‘*SHOE VIEW—Why fumble 
around dark closet floors when you can 
have your shoes so visible and reach- 
able on this competent door rack?” 
“ANTI-FUMBLE RACK FOR 
RUBBERS” Keep them on this 
“brand-new rust-proof steel Rubbers 


Rack that fastens on the door or wall.” 
* * * 


Macy Ad 
Timely is the text of a recent Macy, 
New York, children’s shoe ad. Here it 


is: 
“BABY NEEDS NEW SHOES! 


IT’S SMART TO BE THRIFLY.” 


Step Closer Gentlemen! 


Window Eye, our faithful observer, 
reports that there is a men’s shoe 
store on Broadway between 38th and 
39th Streets, New York City, that has 
learned the trick of drawing custom- 
ers closer. Miniature figures, two 
inches high, are scattered among 
the shoes in the window. Curious cus- 
tomers, walking down the street, often 
take in a windowful of shoes in a 
glance, but when they see the inter- 
esting miniatures, they have to stop 
—and then they must observe the 
finer details of the new Fall patterns. 

* * * 

“Shine These! Militan Calf Ro- 
mantics” 

(Sommer & Kaujmann, 
San Francisco) 
* o * 


On the Band Wagon 


The men’s shoe department of the 
Brooks Clothing Company, located in 
downtown Los Angeles, recently dram- 
atized their close tie-in with the mili- 
tary uniform department of the store 
with a cooperative window. 

Plain toe all white and plain toe 
all black shoes were displayed in 
conjunction with a naval officer’s hat 
and belt. Plain toe brown buckle 
oxfords were displayed with an army 
officer’s cap and belt. (P.S. Poten- 
tial customers in the army, navy and 
marine corp are increasing at a tre- 
mendous rate each day.) 








We thank you for the payment received covering 
@ portion of your account, as shown by statement 
enclosed and wish to inquire if there is any error 
or complaint regarding the unpaid balance. I} so 
we shall cheerfully make any necessary correction 
or adjustment. 

You will doubtless remember that accounts are 
payable in full early on the month following pur- 
chase. 


For many years, when opening charge accounts 
and rendering bills, we have stipulated that pay- 
ment should be made in full, early each month, 
for purchases of the preceding month. 

The enclosed bill, showing an unpaid balance 
from the preceding month, may have escaped your 
usual prompt attention. For this reason we are 
calling it to your notice. 








If we are in error in any way, we shail be glad 
to have you let us know. 





No. 2 





No. | We believe we have previously called your atten- 


tion to the overdue balance on the enclosed bill 
and we would greatly appreciate your usual prompt 
attention. 

For many years when opening accounts and 
rendering bills, we have specified that payment 
should be made early each month for purchases 
of the preceding month. If anything has occurred, 
out of harmony with this understanding, we shall 
be glad if you will advise us. 

We shall understand that additional purchases 
will not be added to your account until the overdue 
portion has been paid. 





We know that you have not overlooked your 
Hudson account, because of a recent payment vou 
have made. For many years, however, we have 
specified when opening accounts and rendering 
bills, that payment in full should be made each 
month for purchases of the preceding month. 

We shall appreciate your cooperation by pay- 
ments of future bills in this manner. 

If we are at fault in any way, we shall be glad 
if you will advise us. 




















No. 3 No. 4 


Series of four collection notices used by the J. L. Hudson Company, Detroit. They may assist you to reduce 
the overhead costs of doing business. 
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Warm Weather, Excise Tax Cited as 

Causes of Slowing of October Shoe 

Sales by New York Retailers; Interest in Suede 

Polished Leather, Nailheads and Jet Expected 
to Carry Through Season. 


by ANNE R. DAVID 


SALES of shoes in New, York stores 
and departments have fallen off since 
the beginning of October as they have 
in other sections of the country!* ac- 
cording to a number of retailers in- 
terviewed this week. The drop in sales 
has not been confined to shoes, how- 
ever; this is borne out by the fact that 
deliveries of all merchandise by a lo- 


#0 


cal delivery service have declined ap- 
preciably since September. 

Two factors are mentioned as pro- 
ducing the drop in sales. First, the 
season so far has been warm. Women 
have not yet bought their Winter 
clothes, and with last year’s costumes 
or last Spring’s suits, they wear shoes 


which they bought in September. 


When colder weather stimulates sales 
of ready-to-wear, women will think of 
new Winter shoes. 

The excise tax is offered as anothe: 
explanation contributing to the low. 
ered sales volume; much of the avail- 
able cash was spent before Oct. 1 on 
taxable items. Consequently, not unti! 
new pay checks are in circulation 
(around the first of November) will 
consumers be in a position to ‘buy 
shoes. 

The drop in sales has not affected 
the variety of styles offered, however. 
Chief among these has been black 
suede. Slater’s reported that their 
suede business had been affected to a 
certain extent by the popularity of pol- 
ished calf, and because women are go- 
ing in for active occupations which 
require sturdy, substantial shoes. 
Suedes, according to this store, have 
their place in dressy types, and will 
have increased demand a little later 
when women begin to think of dressier 
costumes—although we may see a 
gradual change from the almost regu- 
lation suede-for-all-purposes of the past 
few Winters, and a trend toward suede 
only for dress. . 

I. Miller, on the other hand, ex- 
plained that, while polished calf has 
had a tremendous demand, sales of 
these shoes have been extra sales, not 
affecting the suede volume adversely. 
Nothing takes the place of suede in the 
New York woman’s shoe wardrobe, 
they explained, stating that women de- 
mand the beauty and richness of sur- 
face to be found in suede shoes. Again, 
the place for these is in dress types; 
for active everyday wear, women will 
take to polished leathers. Saks Fifth 
Avenue had a similar reaction. They 
explained that they have a “suede” 
clientele—women who will buy suede 
shoes 12 months in the year—and that 
black suede will always be the favorite 
material for their Winter shoes. This 
opinion was corroborated by DePinna, 
one of whose best selling shoes has 
been a suede wall last pump with a fly- 
away bow. Hanan has also been sell- 
ing suedes—with black and brown 
leading and some interest in green. 
grey and burgundy. 

Genuine alligator was mentioned by 


I. Miller, Saks Fifth Avenue, and De- 
[TURN TO PAGE 57, PLEASE] 
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FOLLOW THE CELASTIC LINE 
FOR PAIR PERFECTION 


Wide Range of Materials.in the complete 
Celastic line there are 7 thicknesses of 
material, graded from the light slipper 
weight to the heavy weight used for rugged 
duty footwear. Any type of footwear using 
e@ semi-hard to hard box toe can be made 
with Celastic. 


a5 


Accurate Reproduction. With Celastic the 
design of the last is accurately reproduced. 
The delicate modeling of the last maker de- 
signed to produce distinctive character lines 
in the finished shoe is faithfully interpreted 
by Celastic. By being true to the last, shoes 
made with Celastic are trim on the foot. 


Clean and Comfortable. Because Celastic 
successfully resists the effects of hard usage, 
soakings, strains or sudden changes of tem- 
perature, linings remain fused to the box 
toe, tight and wriekle-free for the life of the 
shoe. Wearers enjoy the cleanliness of Celas- 
tic, too, for Celastic cannot stain the hose. 
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No Production Delays. Seven Celastic soft- 
ening solutions, each with a different drying 
time, allow the facturer to ch the 
one which best suits his producti 

The Celastic Conditioning Machine provides 
the quickest, neatest and most efficient 
method of applying the solution. 








Flexible Tip Lines. There is strength in 
Celastic —strength which eliminates bulk — 
strength which allows a flexible tip line to 
blend smoothly into the lines of the shoe 
ond flexibility that means greater comfort 
for the weorer across the tops of the toes. 


TRADE-MARK 


THE QUALITY 
BOX TOE 


A Single Structural Toe Unit. Lining Box Toe 
and Doubler are fused into a single structural 
toe unit. This rugged three ply structure re- 
sists the effects of heat and moisture, has 
added strength, keeps toe linings from 


sagging. 


Matched Pairs. Where footwear has built- 
in toe character, strength, durability and 
comfort — chances are these shoes were toe- 
fashioned with Celastic. Because such shoes 
meet the high standards of the final factory 
inspection for trim and well-mated appeor- 
ance, they are called Matched Pairs. 


Only the Celastic box toe provides all 
these benefits. Available in convenient roll 
form for the manufacturer who cuts his own box 
toes of cut and skived to selected patterns. 


Ask your United Man. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





Defense Blueprint for Shoe Merchants 


[CONTINUED FROM PAGE 24] 


we have built our advertising on—but 
we do have good, sufficing, beautiful 
footwear, and an explanation which 
should suit any patriotic consumer. 
We may have difficulty keeping sizes 
in, and chafe at delays. 

Sure—and other things! Bill called 
in the draft. Jim resigning to take a 
city job. 

All sorts of grief—the things that 
toughen a man, develop ability to ad- 
just. We'll be equal to them all! We’ll 
just be good soldiers. 

2. Price for a Fair Profit. Commented 
a keen trade observer to me: “There 
has been so much propaganda directed 
at keeping prices down, issued by the 
Government and consumer sources, that 
there is actually some danger that re- 
tail merchants won’t advance prices 
fast enough!” Novel thought, isn’t it? 
And yet it contains more than a grain 
of truth. 

The shoe merchant should embody 
merchandise price increases in resale 
figures as soon as practical. I say prac- 
tical, because I realize that competition 
must be considered. With rising costs 
crowding him from not one, but several 
directions, with the certainty of tre- 
mendous tax increases, the merchant’s 
cost of doing business heads for a sub- 
stantial rise. The dealer must get wider 
margins to compensate. 

Profits are still thoroughly ethical 
and proper. More than that—they are 
indispensable in a democratic economy. 
Under national defense, shoe merchants 
should price their merchandise to make 
money, and they should not conceal nor 
apologize for the fact. 

3. Buy More Aggressively, But Not 
Wildly. Count most heavily on estab- 
lished connections—the houses which 
owe you loyalty. Don’t go buy-crazy 
over word-of-mouth alarms, and beware 
of the slick passer-through, already a 
serious pest in some other retail trades, 
who attempts to sell doubtful merchan- 
dise with the use of sensational “in- 
side” (alleged, only) information. 

4. Make It Worth the While of Good 
Employees to Stay with You. Some 
stores already are feeling a labor pinch 
—others will. Growing union activity 
is likely in a considerable number of 
cities. The best policy in dealing with 
a union situation is cooperative—all 
retail stores acting and negotiating as 
a unit. Generous personnel policies are 
indicated for the period ahead. 

5. Concerning Store Expansion Plans. 
Present outlook, with building priorities 
(even before which there was a grow- 
ing cost obstacle), is that merchants 
will have to place most expansion plans 
in abeyance, resorting to ingenuity and 
minor remodeling. 

6. Have a Dynamic Promotion Policy. 
What if a store is getting an easy in- 
crease in sales? Something is happen- 
ing, too, to margins, as tax, payroll, 
merchandise, other costs, advance. That 
25 per cent sales increase which comes 
without effort may not be enough. The 
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merchant may need 35 per cent to show 
a profit. 

Encountering embarrassing shortages 
and losing sales—this happens under 
national defense—the merchant should 
resort to compensating promotion, put 
behind lines in supply. 

And something more fundamental 
than these facts is involved. It is this: 
There is a lot of business to be had. 
Who will get the larger share of it? 
The hustlers, of course; the shoe mer- 
chants who use advertising and other 
promotion methods in the most efficient 
way. 

7. Prepare for Larger Capital Needs. 
Under national defense it is going to 
take much more money to run a shoe 
store. The merchant will require more 
capital because his sales are going to 
be higher. To every general statement 
there can be, of course, exceptions. Most 
shoe stores already have a marked in- 
crease in business, and there is no rea- 
son for anticipating that this trend will 
change. 

More capital will be needed because 
of increased prices. As this is written, 
what will happen to price control is un- 
known. Regulation is expected. It is 
not likely, however, to be of a sort to 
prevent a general price shift upward. 
It is far more likeiy to limit price in- 
creases than to freeze the present level. 
Shoe prices are bound to continue up- 
ward—all the more because of the 
very moderate (for the most part) ad- 
vances which have so far occurred. 

Collection turnover already has 
speeded up—but faster turnover, will, 
for most stores, be more than offset by 


increased volume of credit sales. More 
capital will be tied up in receivables. 

National defense taxation is a price- 
lifting force. Expanded payroll taxes 
impend, an up in social security is prob- 
able, extension of unemployment insur- 
ance to the small stores is possible. 

Finally, considerations of good buy- 
ing call for more capital—used in prac- 
tical accumulation of staple merchan- 
dise sure to be needed. 

Capital may be the No. 1 defense 
problem of some shoe merchants. Cer- 
tainly, every merchant should analyze 
his financial position. If he is going to 
need finance service, he should go about 
arranging for it as economically as pos- 
sible. 

8. Do a Good Public Relations Job. 
During this national defense period, 
there is a dangerous and real threat 
to democracy—the possibility that, 
availing themselves of the psychology 
of national defense, groups and leaders 
who would completely socialize Amer- 
ica, destroying the system of private 
enterprise, will be successful. 

What can the individual shoe mer- 
chant do about this threat? For one 
thing, he can set a splendid example 
to his community of the efficiency and 
the patriotism of retail business. His 
record-keeping and taxpaying habits 
can be above question. He can sell de- 
fense stamps, serve on committees, hold 
public office. He can take note of the 
propaganda, which, in local publica- 
tions and on community platforms, is 
distributed, and with other merchants 
arrange so that enterprise is well 
defended. 

He can, and should, interest himself 
in politics; all to the end that common- 
sense principles of business (irrespec- 
tive of party) get recognition, finally, 
in government. 

(All rights reserved—Bartlett Service.) 





New Spring Shoes Shown by Fashion Models 


A special style show was held October 24 of the Hotel Statler, in St. Louis, by 
Roberts, Johnson & Rand for sixty-five members of its sales staff, in attendance 


at the Spring sales conference. 


The new Spring styles were introduced to the 


salesmen by a bevy of attractive girls who modeled them on the runway. Fol- 
lowing the conference, the salesmen departed for their various territories to 
present the new lines to the retail trade. 
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LEATHER COMPANIES 
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KAFYKID is available in two finishes — 
Smooth and Boarded. 


The Smooth finish is recommended for tips 


and foxings on your White AMBUCK 


Spectator shoes. 


The hand Boarded finish is designed to 
take the place of the dull leathers, here- 
tofore used in lastex types of shoes. 


KAFYKID is scuff resistant. 
KAFYKID is available in Black, Turftan 


color 171, Airway Blue color 194. 


Wire or write for samples — immediate 
delivery. 
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Scuffless Heels add style to many 


“Suave” is the name of this shoe by Altman 
Bros.—and suave it will remain. For the heel, 
that so beautifully matches the lizard grain 
trimming, is covered with Scuffess “Pyraheel” 
plastic heel covering. Think what a punch it 
puts into sales talk when you say: “Madam, 
this Du Pont heel covering resists curbstone 
scuffs, dents, gashes when you drive a car, 
fading when it’s wet underfoot.” Remember 
to ask your sources for Scuffess “Pyraheel” 


on all covered heel styles. 


E. |. DU PONT DE NEMOURS & CO. (INC.), PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 








Green Shoe Co. Salesmen 
Back in Territories 


Boston, Mass.— The semi-annual 
sales dinner of the Green Shoe Mfg. Co, 
manufacturers of Stride-Rite juvenile 
shoes, was concluded last week with an 
informal dinner at the Copley-Plaza 
Hotel, attended by the entire sales staff 
and factory executives 

During the evening, special emphasis 
was given the increasing difficulties of 
production, although, up to the present, 
the company has maintained its cus- 
tomary prompt service to its customers, 
despite exceptionally heavy demands. 
Factory executives pledged the continu- 
ance of that service, stating that only 
uncontrollable economic conditions could 
alter it. 

Present were J. A. Slosberg, presi- 
dent; Charles Slosberg, vice-president 
and general manager; S. L. Slosberg, 
vice-president and sales manager; Dave 
Aronson, covering the Pacific Coast and 
Southwest; Martin Landay, New Eng- 
land states; T. J. Lalonde, Mid-Western 
states; T. K. Lalonde, Chicago and 
West; Charlie Nahles, New York City; 
Max Schartz, Greater New York; W. T. 
McDaniel, Southeastern states, and 
John M O’Brien, Pennsylvania and New 
York states. 

The following morning the salesmen 
left for the road with their new Spring 
line of juvenile shoes. 
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Marion Shoe Salesmen 
Start Fourth Season 


MARION, IND.—The following Air-O 
Magic shoe salesmen will start their 
fourth season with the Marion Shoe 
Division, Daly Bros. Shoe Co., Inc.: 
Guy Armitage, Oregon; S. C. “Van” 
Armitage, Washington; Sid Minster, 
California; Frank Brown, Indiana; 
Lawrence Butterworth, Michigan; G. A. 
Cox, Kentucky; Charles H. Felter, West 
New York; J. E. Gilpin, Alabama; T. 
L. Greenburg, Mountain States; J. B. 
Greer, Georgia; Joseph Harris, West- 
ern Pennsylvania and Eastern Ohio; 
Frank R. Hinds, Kansas and Missouri; 
Ramon Poblet, Cuba; George M. Rosen, 
New England States; Joseph B. 
Schwartz, Greater New York; A. W. 
Shissler, Eastern Pennsylvania and 
New Jersey; J. L. Sullivan, Texas; 
Harry W. Teetsel, Ohio; Nate Welans, 
Chicago and Wisconsin. 

The following salesmen have been 
with Marion Division every season but 
the first season: Vic. G. Flanigan, Ok- 
lahoma; R. R. Faircloth, North Caro- 
lina; Frank R. Hoffman, West Va. and 
Maryland; Truman Hamilton, South 
Carolina; H. J. Hughes, Virginia; 
Thomas L. Morris, Central Pennsyl- 
vania and Eastern New York State; 
James B. Provost, Tennessee. 

On September Ist the division took 
on a new exclusive building three 
stories high by 75 feet by 150 feet deep, 


street to alley, covering over 30,000 
square feet of floor space for a shipping 
warehouse. It is the third expansion 
since June, 1940. 


Paul Ebling Joins 
Huth & James Staff 


MILWAUKEE, WIs.—Paul Ebling, noted 
shoe stylist for many years, has recent- 
ly joined the Huth & James staff, and 
is in charge of designing all Modern 
Miss dress shoes, 

Clifford Nault will continue to style 
the Modern Miss line of sports and 
play shoes. 


Time-Honored Firm 
In a Modern Environment 
[CONTINUED FROM PAGE 31] 


Today, largely by Mr. Rolfe’s influ- 
ence, style in both men’s and women’s 
shoes constitutes the leading motif of 
the business, but the original slogan is 
still observed, especially in the ortho- 
pedic and juvenile sections, the location 
of which are on the mezzanine, as seen 
in the photograph. 

In the remodeled building, just opened 
to the public, every detail has been 
brought to the highest pitch of newness 
and smartness. The facade is a model 
of modern architecture. Spacious show 
windows are arranged to display mer- 
chandise to the passerby, and above the 
windows fluted glass with a softly il- 
luminated background lends a striking 
effect in daylight and evening. The 
masonry is white Alabama marble con- 
trasted with Tennessee marble, and the 
clear vision doors are of a type dis- 
tinctly new in Philadelphia. A _ ter- 
razzo floor runs from the lobby to the 
center of the store. The lighting in- 
cludes modern chandeliers and fluor- 
escent tubes. 

Four completely equipped depart- 
ments, together with hosiery and bag 
shops, comprise the merchandise lay- 
out. Just inside the door the men’s shop 
presents a complete, comfortable and 
convenient atmosphere, where the busy 
man can be fitted without delay. The 
spacious fashion salon which occupies 
the major portion of the main floor and 
sweeps in a circle in the back beyond 
the range of the camera in the picture 
is tastefully decorated. The blond 
wood chairs are upholstered in surf 
green leather. The range of offerings 
run the whole gamut from high-heeled 
aristocrats to flats in walking shoes. 

The orthopedic department and the 
children’s shop, both as complete in 
their fields as the men’s and women’s 
equipment, are located comfortably and 
with ample space on the mezzanine. 

Altogether the remodeled store is a 
decided addition to Philadelphia’s re- 
tail service, and one that is obviously 
appreciated by its customers, not only 
those who have been its patrons over 
the years, but the debs and smart young 
matrons, who feel they will find there 
those unique developments they desire. 
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Career Man in Shoe Retailing 


[CONTINUED FROM PAGE 33] 


“They know wars are either won or 
lost by the people at home. We are tne 
tal supply lines for the front. Eaca 
us, whether mechanic or housewife, 
comes a necessary part of defense in 
.ar-time. We can waste to defeat, 
rike or slow-down to defeat as they 
d in France, or we can conserve and 
in.” Gretchen thought of the frontier 
ories she had heard her family tell. 
hen bullets were poured into molds. 
iullets which missed their mark were 
vathered up later, melted, remade. Con- 
servation was the key-note of any war, 
she mused. Just as women are always 
part of every war: rolling bandages, 
nursing, cooking. The modern angle of 
meehanie and truck driver was only a 
step removed from the pioneer women 
who loaded the muskets for their men. 
But that wasn’t a very romantic angle, 
was it? What was it Ed was saying? 
Gretchen’s thoughts came back to the 
present, 

“Your father’s helped me so much,” 
he was saying lamely. “And I was so 
pleased when you said you’d assist in 
the store while I served my stint in 
the army. It made me happy to picture 
you in the store, helping me hold the 
trade I’d otherwise lose.” 

Gretchen smiled demurely. “You’ve 
made a place for yourself in Mytown. 
A permanent place. What you’ve done 
for father and Mr. Robins would as- 
sure you of the town’s full cooperation 
if you never did anything else. Re- 
storing a group of older people to full, 
busy lives was sound business, although 
that never occurred to you while you 
were doing it. But whenever anyone 
around town thinks of shoes, he’ll think 
of you—not Hughson, your competi- 
tor.” 

“Dr. Breen told me my bread was 
coming back cake,” Ed smiled in recol- 
lection. “But Gretchen, will von put 
the frosting on the cake? Will you 
keev on helping me—?” 

The phone rang. Gretchen smiled at 
him as she answered. “It’s the Gover- 
nor’s wife. She wants to talk to yon. 
I wonder how she knew you were here?” 

Ed groaned inwardlv. Couldn’t they 
leave him alone even in the middle of 
a proposal? 

As he talked, Gretchen thought ahead 
of the things she’d do to help Ed after 
he’d gone to camp. Knowing Mytown 
as she did, she and her father wouid 
eliminate many of the needless mis- 
takes, erase past difficulties with the 
shoe trade. Even under war conditions, 
people had to have comfortable shoes 
and warm stockings. The change-over 
from elaborate styles would be made 
gradually. She, too, had been avidly 
reading the trade papers, talking with 
her father about the previous war. 
And would she work hard to help build 

substantial business while Ed was 
away? What a question to ask of the 
future Mrs. Ed. Freeman. She smiled as 
she watched Ed’s keen, strong face as 
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he spoke to the ex-Governor’s wife. 

Ed hung up. Then he phoned Mrs 
Green, his landlady. “Is your husband 
there? Good. Please, you call the paper 
and keep at it around town until you 
locate John Riley and his camera. Tell 
him to be at the railroad station in 
ten minutes. Ask Tom Green to go 
next door and use the neighbor’s phone 
to round up The Round Table Club 
members; have them at the station as 
1ase as they can get there. The gover- 
nor’s wife just called me. The gover- 
nor’s out of town. She says a man came 
in to the glass factory a while ago and 
tried to make trouble. The men told 
him their pay was fine, their hours bet- 
ter and he was to get out of town be- 
fore they threw him out. He threatened 
to report they’d injured him. So the 
men phoned the governor’s house. 
There’s a train going through in fifteen 
minutes, bound West. They'll escort 
him to it and they want plenty of wit- 
nesses that he’d be leaving as he came— 
not a hair out of place. But they don’t 
want that kind of trouble-maker in 
Mytown. And tell Tom for him to leave 
Jim Ross out of the list of people he 
calls—the men don’t want the boss to 
know anything about this until it’s 
over.” 

He hung up. “Gretchen, you call all 
the Community Church members you 
can in the next ten minutes. We want a 
real turnout at the station.” 

He was out the door and gone. 
Gretchen smiled as she started on the 
telephoning. Mytown was turning to 
Ed for action when the governor was 
away. What higher compliment could 
be paid a newcomer? Ed had truly won 
a place in the community. She’d be 
proud to be Mrs. Ed. Freeman! 

Ed thought ruefully of his inter- 
rupted proposal. But there’d be a long 
walk, a slow walk, back from the train 
after this little matter was settled. And 
he and Gretchen would have plenty of 
time. 

He was glad he had thought of the 
camera angle. For the outsider couldn’t 
refute testimony of a clear camera shot 
of himself. The man might be legiti- 
mately engaged in organization work 
or he might be trying to make trouble. 
In either case he couldn’t know that 
the workmen in Mytown owned their 
own homes, knew exactly what the boss 
cleared each year—helped him over 
poor times by accepting wage reduc- 
tions to keep the factory afloat which 
were restored in better times. Such 
communities as Mytown were truly the 
safety of America—no flossy show, 
feet solidly on the ground. What a 
lucky man he was that he’d settled in 
such a community. Now for himself 
and his children and his children’s chil- 
dren, they would all be part of the 
sound American pattern in Mytown! 

(The End) 














IT’S EASY TO SUCCEED IN A 
HEALTH SPOT SHOE SHOP 


Mr. Hal R: Donell 
of the 
HEALTH SPOT SHOE SHOP 
22 MONROE AVE., N. E. 
GRAND RAPIDS 


Mr. Donell formerly operated a 
family shoe store. He is typical 
of the kind of men who are hav- 
ing a profitable experience in 
Health Spot Shoe Shops all over 
the country. 


He has a rich experience, he is 
capable and hard-working, and 
he has found that the opportu- 
nities for profit are unlimited. 


Men who are tired of price and 
style selling, and the headaches 
that go with it, are attaining 
success and happiness in exclu- 
sive Health Spot Shoe Shops. 


Ability and knowledge, together 
with concentration on one prod- 
uct that gives consumer satis- 
faction, are vital contributing 
factors to this success. 


MEN WANTED 


New Health Spot Shoe Shops 
are constantly being opened, cre- 
ating new opportunities for ex- 
perienced retail shoe salesmen. 


No investment is required to 
operate a Health Spot Shoe 
Shop. Income is derived from a 
regular salary PLUS a liberal 
share of the profits. 


Send for an application blank 
today if this profit-sharing plan 
appeals to you. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 











YC SOLE STITCHING 
MACHINE— MODEL < 


Among the smart Spring styles for 
women, new prominence is given to 
shoes with lightweight, wheeled 


extension edges. 


The G/E Sole Stitching Machine 


— Model C affords a most economi- 


cal and ‘satisfactory means of sole- 


attaching for this fashionable 


sole treatment. 
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THIS WEEK IN 


SHOE TRADE 


withts 


*NATIONAL NEWS * 


News 


International Control Program for Shoes 





Hint that Footwear May Be Distributed Abroad on Lease-Lend 
Basis in Address of Major Byron at Tanners’ Meeting 


Cuicaco — An international control 
program covering both leather and 
shoes loomed as a possibility confront- 
ing the industry following an address 
by Major Joseph W. Byron, chief of the 
hides, skin and leather section of the 
Office of Production Management at the 
25th annual meeting of the Tanners 
Council of America at Stevens Hotel 
here, October 22-24 

“The problems of defense aid, includ- 
ing lease-lend, are numerous, novel and 
international,” Major Byron asserted. 

“We realize the necessity for a com- 
plete understanding of the raw ma- 
terial problems of the democracies. We 
further realize that some international 
allocation plan must be worked out on 
both manufactured leather and shoes. 
On these matters our section makes 
recommendations to the other depart- 
ments that we have mentioned, and to 
the Supplies Priorities and Allocations 
Board through our branch and division 
chiefs. As a general answer to ques- 
tions of opinion we wish to reserve our 
opinion until we have taken a complete 
inventory of the hide, leather and skins 
program, 

“As to civilian supply 
1—There is less reason 
buying than there was. 2—Further 
expansion of production will be in- 
fluenced, first, by conditions in the 
metals and chemical groups, and second, 
if at all possible must be along lines of 
dry salted and dry hides and skins not 
used at present. 

“Anticipating a question on civilian 
supply we have thought the matter over 
carefully for many hours. Our answer 
is taken from the philosophy of our 
grandfather, William D. Byron. ‘You 


we feel that 
for forward 
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- théir staffs. 


MAJOR JOSEPH W. BYRON 
OPM Hide and Leather Chief 


can usually satisfy a person’s NEEDS 
—Rarely ever his WANTS.’” 

These statements were regarded as 
significant in view of the fact that there 
has been more or less discussion in 
Washington of the possibility of shoes 
being included in the lease-lend program 
through potential government purchase 
of footwear to take care of the needs 
of the armies and possibly civilian popu- 
lations in Britain, Russia and other 
nations whose defense is deemed to be 
necessary to the support of the allied 
cause. How far plans may have pro- 
ceeded is not known, but Major Byron’s 
statement is interpreted by some as 
official confirmation of the fact that 
serious consideration is being given 
toward the international allocation of 
shoes and leather on a lease-lend basis. 

It was the consensus of opinion at the 

[TURN TO PAGE 48, PLEASE] 


‘Jacturers Association, 
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Shoe Men Urged to 
Reserve Chicago Rooms 


CuicaGco—Shoe men expecting to at- 
tend the National Shoe Fair, to be held 
in Chicago January 5-6-7-8, are urged 
to make their sleeping room reserva- 
tions immediately. 

The. Fair, jointly sponsored by the 
National Shoe Retailers Association 
and the National Boot & Shoe Manu- 
attracts thou- 
sands of retailers, manufacturers and 
To avoid housing difficul- 
ties-and assure adequate sleeping room 
accommodations, it is suggested that 
reservations be made at once with one 
of the cooperating hotels. 

Shoe men who in the past have waited 
until their arrival in Chicago, expect- 
ing to get rooms, have been seriously 
inconvenienced in securing reservations. 
There are sufficient hotel facilities in 
Chicago to house the shoe visitors, but 
the large attendance at the Fair, tax- 
ing the capacity of loop hotels, com- 
pels late arrivals to accept rooms in 
hotels on the fringe of the business 
district. Every advantage is offered by 
making sleeping room reservations at 
this time. 

No more sleeping rooms are available 
at the Stevens Hotel, headquarters for 
the Fair. The supply has been ex- 
hausted for the past few weeks. Those 
making application for reservations at 
the Stevens have been referred to other 
hotels. The Joint Committee of the 
National Shoe Fair advises those who 
have not made sleeping room reserva- 
tions to write one of the following co- 
operating Chicago hotels: Allerton 
Hotel, Atlantic Hotel, Bismark Hotel, 
Blackstone Hotel, Brevoort Hotel, Chi- 
cago Towers, Congress Hotel, Drake 
Hotel, Edgewater Beach Hotel, Harri- 
son Hotel, Hotel Knickerbocker, Hotel 
LaSalle, Majestic Hotel, Morrison 
Hotel, Palmer House, Planters Hotel, 
Hotel Sherman. 





THE won CUS TOME Baca! 


\\) "THAT DEALER KNEW HS STUFF” 


Two men meeting started talking about shoes. ‘‘I couldn't resist 
buying a new pair of shoes last week’’, said one to the other, ‘‘and 
my footwear wardrobe is large now”. 


“I caught sight of some nice looking shoes with especially sub- 
stantial-looking leather soles. I went into the store and asked the 
dealer if he had my size. Believe me, that dealer knew his stuff. 
All the while I was trying on the shoes he was telling me how 
well they were made’’. 


“These shoes are bottomed with Kistler BENCH BRAND Sole 
Leather’, he said, ‘the finest kind of sole leather. The density of 
the fibre content provides firmness with flexibility and moisture 
resistance. Tread on them a week and you'll see what I mean. 
They'll give you plenty of wear and enduring satisfaction’.” 


“That firmness, flexibility, moisture resistance and wear talk 
impressed me. I bought the shoes, and believe me, that dealer 
could not buy them back for what they cost’’. “Where's the store”’ 
the friend inquired, ‘‘I’ll lose no time in getting a pair myself"’. 


Feature men’s shoes with Kistler BENCH BRAND Sole Leather* 


and profit. 








WRITE US FOR THE NAMES OF MANUFACTURERS 
DRESS. SPORT. ORTHOPEDIC 


MAKING STREET. . 
AND worK cD WITH KISTLER 


“BENCH BRAND” SOLE LEATHER. 
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International Control 


Program for Shoes 


[CONTINUED FROM PAGE 47] 


meeting that the tanning industry and 
its great relative the shoe industry are 
facing increasing problems during the 
coming year which may eventually 
crystallize into shortages and curtail- 
ment of production for certain civilian 
uses. It was also made plain in all 
sessions that defense requirements in 
shoes and leather goods must be filled 
and that this demand will in all likeli- 
hood call for even greater production. 
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Conducted in a series of round table 
sessions members discussed all phases 
of production problems affecting shoes 
and other leather goods under the na- 
tional emergency, problems which will 
eventually be felt by the shoe merchants 
large and small throughout the country. 

Needs of the army, which are di- 
rectly responsible for so many shifts in 
production and distribution, were out- 
lined by Harold Florsheim, shoe adviser 
to the Division of Purchases, Office of 
Production Management. At present, 
he told the convention, shoes must be 
supplied to an army of a million and a 
half men, each enlisted man being sup- 


plied with two pair of service shoes and 
one pair of oxfords. In addition to 
these he pointed to demands for boots 
for cold climates, special shoes for 
warm climates, ski boots, parachute 
boots, and also possible shoes for Eng- 
land, Russia, and their allies. 

Purchases will be made, he said, wit) 
the industry’s problems taken into con- 
sideration, so that production can be 
planned accordingly. He also stated 
that no radical changes in basic speci- 
fications except for necessary and prac 
tical improvements are expected nor 
will there be any change in type of 
shoes unless the scene of the war shifts. 

With production far in excess of nor- 
mal demand he warned that the indus- 
try is facing problems of shortages 
which must be treated with intelligent 
foresight. 

No runaway prices in shoes and 
leather goods will be permitted, the 
meeting was advised by Willard Hel- 
burn, of the general products section. 
Civilian Allocation Division, Office of 
Production Management, in talking on 
“Allocation Problems in Hides and 
Leathers.” If there is any tendency to 
runaway prices he stated that the gov- 
ernment would be forced to step in. He 
also pointed out that after the needs 
of defense have been met, which means 
“after the army gets what it wants 
when it wants it” the fullest possible 
flow of shoes and leather goods will be 
maintained into civilian channels. He 
pointed to possible increased demands 
for shoes and leather goods due to in- 
creased purchasing power and the 
diversion of money from automobiles, 
household appliances and other fields 
where production has been curtailed. 
He also pointed out that the govern- 
ment is keeping import channels 
open by provision of ample shipping 
space for raw materials used in produc- 
tion of leather goods. 

Also related to the current emergency 
were the round table sessions devoted to 
“Consumption and Supply of Hides, 
Skins and Leather” with Irving R. 
Glass, economist for the Tanner’s Coun- 
cil, and Julius G. Schnitzer of the U. S. 
Department of Commerce, as speakers; 
“Operation of the Priorities System,” 
with Warren G. Bailey, of the priorities 
field service, O.P.M., speaker, and “Tan- 
ning Materials, Supplies and Substi- 
tutes,” with Dr. Fred O’Flaherty, as 
speaker. 

Other speakers were Colonel George 
S. Brady, at the round table devoted to 
“Shipping Problems and Allocations,” 
and Paul M. O’Leary, price executive 
in textiles, leather, and apparel section, 
O.P.M. at the session on “Hide and Skin 
Price Ceilings.” 

Harold Connett, of Surpass Leather 
Company, was re-elected chairman of 
the Board of Directors of the Tanners 
Council; Everett W. Pervere, of Howes 
Bros. Co., vice-chairman; E. Carle Shot- 
well, of Helburn Thompson Co., trea- 
surer; Merrill A. Watson, executive 
vice-president; J. Louis Nelson, secre- 
tary. 
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New York Shows Open Spring 
Shoe Market 


[CONTINUED FROM PAGE 29] 


oxfords on all heel heights are prominent in every 
line. Open toes are also definitely in the picture and 
many spectators have open toes. Wall lasts are chiefly 
on round toes, but the very square toe is being featured 
as a style idea as well as a good carry-over style. Some 
bump toes still are seen. 


Trimming Treatments 


Very popular trimming treatment on all types is the 
nail-head studding. Stitching is also important. On 
tailored spectators it outlines tip and fox and brings out 
antique finishes. Increased use of perforations is note- 
worthy. Contrasting piping, binding and appliqué . . . 
in both color and surface contrast, but with color used 
discreetly in town shoes . . . are all important detailings 
in Spring shoes. Platform soles offer another area for 
contrast. 


President of Coast Firm 


Los ANGELES, CaLir.—Seymour Fabrick, formerly 
sales manager of the Mayville Shoe Corporation, May- 
ville, Wis., and the Smartstyl Shoe Co., of Milwaukee, 
announces that he has resigned to become president of 
Vogue Shoes, Inc., of this city. Mr. Fabrick will direct 
the production and distribution of the play shoes line 
known as “Hollywood Skooters.” 


Emile P. Hymel 
New Orveans, La.—Emile P. Hymel, 56, who for 


years was manager of the shoe department at the Marks- 
Isaacs store, died recently of a heart attack at his home 
here. Mr. Hymel was a native of New Orleans. He 
severed his connection with the shoe business several 
years ago when he entered the homestead business as a 
member of the board of directors of the Standard Home- 
stead Association. More recently he had been connected 
with the Commonwealth Homestead Association. 


Survivors are his widow, a brother Alcee, and a 


sister, Mrs. C. E. Hebert. 


Bernard E. Weber 


Boston, Mass.—Word has been received here of the 
sudden death of Bernard E. Weber, who represented 
the- Fern Shoe Company of Los Angeles in the South- 
western territory. Mr. Weber was killed on October 18 
when the car he was driving about 75 miles from San 
Antonio, Texas, struck the wall of a railroad underpass. 
Mr. Weber, 38 years old, was very popular throughout 
his territory. He is survived by a widow, one son and 
a sister. 
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SELL AN EXTRA 
PAIR FOR 
WINTER WEAR 
These TW0 are the Shoes of the Month! 


Wise Wright Arch Preserver Shoe dealers, interested 
in extra business, are pushing these two leather-lined 


bluchers that are more waterproof and 
warmer for winter 2 wear. Large —— 
orders have stepped "== them out in front. 
until they have become the Shoes of the Month in 
nationwide popularity. 


The four exclusive comfort features in every 

pair of Wright Arch Preserver Shoes make J 
them the first choice of active, comfort- ~ 
minded men . . . and make an Arch Preserver fran- 
chise highly worthwhile. 


A few franchises still available on these top-notch 
shoes, nationally advertised in ESQUIRE, TIME, 
FORTUNE and other im- 
portant national publica- ph... 
tions. Get the FEATURES 
details. Write . Patented 
E. T. Wright & FLERE | 2. aeeretarse! 
Co., Dept. BS 10, Rock- wate 


. Flat 
land Mass. Forepart 


WRIGHT Hit 


Arch Preserver Shoes 


FOR ACTIVE MEN 





4 HIDDEN 
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STEEL TOE 
SAFETY SHOES 
and 
POPULAR PRICED 
WORK SHOES 
Corried in Stock 
GOODWILL SHOE 





COMPANY 
Holliston. Massachusetts 








Innersoles 





If the customer treats them rough, 
Newflex Insoles have the “stuff.” 





NEWFLEX PIGSHIN 


INNERSOLE COUNTERS WELTING 
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Riding Boots 
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RIDING 
BOOTS 
IN STOCK 
FOR MEN, WOMEN 
and CHILDREN 


ALSO 
JODHPUR & FIELD 


Bowling Shoes 
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PROFESSIONAL 
BOWLING SHOES 


Men's Men's Women's 
Oxf Oxford 








New Colonial Agent . 
for St. Louis 


Boston, Mass.— Colonial Tanning 
Company recently announced the ap- 
pointment of Ervin C, Manske as sales 
representative for Colonial elk and 
smooth side leathers in the St. Louis 
territory. 


ERVIN C. MANSKE 


Mr. Manske has had a wide and va- 
ried career in this field, gaining his 
initial knowledge of tanning practice 
with the Fred Rueping Leather Com- 
pany of Fond du Lac, Wisconsin. After 
several years in the tannery, he joined 
the sales staff, covering™the Chicago 
area. Later he assumed charge of the 
New York and Pennsylvania territories 
for a considerable period, finally trans- 
ferring to St. Louis, where he has been 
located for the past twelve years. 


Well known, and well liked, Mr. 
Manske takes over his new responsi- 
bilities with the good wishes of a host 
of friends throughout the industry. 


Brown Salesmen 
Meet in St. Louis 


St. Louis, Mo.—For the past three 
weeks the specialty branehes of the 
Brown Shoe Co. have been holding 
semi-annual sales conferences at head- 
quarters. First of the 75 roadmen of 
the United Men‘s division came to St. 
Louis to receive their new line of Roblee 
shoes for Spring. Under the direction 
of division manager W. H. Ogden, a 
series of meetings were held at the 
Coronado Hotel. The complete sales 
program for the new season was devel- 
oped and carefully digested. Out of it 
came the announcement that the gen- 
eral promotion plan on Roblee shoes has 
been expanded. For the coming season 
Roblee shoes will retail in the price 
bracket of $5.85 to $7.85. 

Next the Air-Step specialty salesmen 
held their convention with line manager 
Carl Fleigner in charge of proceedings. 
Out of this gathering came the infor- 
mation that advertising plans on the 
new Air-Step shoes embrace the most 
ambitious program in the history of the 
line. These shoes are priced to retail 
at $6.50 during the forthcoming season. 





HAND-STAINED 
POLISHED 
CALFSKIN 


demands 


KIWI 


THE QUALITY 
STAIN-POLISH 











Made In England 


Maintains the original, smart, hand- 
stained finish and imparts a lasting high 
luster. Widely used by manufacturers of 
men's and women's quality footwear; 
perfect dressing for ‘window shoes"'; 
easy “extra markup" on every pair you 





For complete details and 
prices, write direct to— 


PA LYONS & COMPANY 


OR YOUR 
LOCAL JOBBER 














The Blue Ribbon Shoemakers division 
under A. C. Fleener held its sales meet- 
ings at the Hotel Statler this year. The 
new Naturalizer samples were pre- 
sented to the salesmen along with a 
carefully planned advertising program, 
one somewhat broader than last season. 
The advertised price at retail for the 
forthcoming season is to be the same as 
the past season. The Blue Ribbon meet- 
ings were attended by a number of 
prominent merchants among whom 
were Paul Siegal, of O’Connor & Gold- 
berg, of Chicago, and Mr. Seligman of 
S. Kann Sons, Washington, D. C. 

At the same time the Forest Park 
division of Brown Shoe Co.; directed by 
Roy Harston, introduced its new line 
and unfolded sales and promotion plans 
to its roadmen. 


Gutenstein Joins Kleinert 
Sales Staff 


New York—lIke Gutenstein of S. 
Rauh & Co., has joined the I. B. Klein- 
ert Rubber Company shoe division as 
sales representative. Mr. Gutenstein, 
however, has not severed his connection 
with S. Rauh & Co., as he is handling a 
non-competitive line with that company. 

Mr. Gutenstein has been in the shoe 
business for many years and is well 
known to shoe buyers throughout the 
country. 
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Retailers to Meet on 
Michigan Shoe Fair Plans 

Detroit, Micn. — President R. J. 
Schmidt of Hilisdale has called a board 
meeting of the Michigan Retail Shoe 
Dealers Association to be held in De- 
-roit on Tuesday noon, Nov. 4, at the 
Hotel Statler. This meeting is called 
‘or the purpose of furthering plans for 
the Michigan Annual Shoe Fair as 
well as appointing a nominating com- 
iittee to select new directors for the 
association for the year 1942. 

Clyde K. Taylor, secretary and trea- 
surer, reports reservations for the An- 
nual Shoe Fair coming in very fast 
with all indications pointing to the 
biggest show the association has ever 
had. 

The members of the committee in 
charge of the Style Show of the Fair 
are much gratified with the rapidity 
and number of reservations for foot- 
wear display on the runway which are 
being received daily, in fact, they are 
away ahead of last year, according to 
Sam Kane, of the Michigan Shoe Trav- 
elers Club. 

The committee, which is headed by 
S. S. Weiss, of Michigan Shoe Travel- 
ers, and Sam Plotler, of Michigan Shoe 
Retailers, plans to make this Style 
Show an outstanding feature of the 
Fair and second to none in the country. 
The best of professional entertainers 
have been booked for the entertainment 
which is to be run in conjunction with 
the show. Some of the most beautiful 
models will display the latest in Spring 
footwear at the style show and which 
will be held on Sunday, Jan. 11, the 
opening day of the Fair. 


Dan A. Honig Named 
Arch-o-Graph Sales Manager 


St. Louis, Mo.—Dan A. Honig, re- 
cently appointed sales manager of the 
Arch-O-Graph organization, has been in 
the shoe business during his entire life. 

Mr. Honig is known by his hundreds 
of friends in the wholesale and retail 
channels for his knowledge of general 
shoe lines, plus a specialized knowledge 
of the health shoe business. 

Acquiring his early shoe experience 
with the Craddock-Terry Company, 
Lynchburg, Dan Honig traveled over 
all parts of the country. Eight years 
ago he joined the Gale Shoe Manufac- 
turing Company, handling their line of 
growing girls’ shoes until his Arch-O- 
Graph appointment. 

In his present position, Dan Honig 
will be increasing and directing the na- 
tional field organization of Arch-O- 
Graph. 


A. I- Scherer Leaves 
Graton & Knight 


Worcester, Mass.—Graton & Knight 
Company announces the resignation of 
A. Irving Scherer, effective October 20. 
Mr. Scherer was sales manager of the 
Scherer Leather Division and a direc- 
tor of the company. 
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The only shoes he can afford are MATRIX 


Once you show a man how 
kind Matrix Shoes are to his 
feet, he'll make almost any 
sacrifice to buy them again 
and again. Many men with 
only moderate incomes feel 
they can't afford any shoes but 
Matrix. “Your Footprint in 
Leather” brings back as high 
as 95% of your customers 

as “repeaters.” 

Now is the time to get more 
customers for your better 
shoes. Once you get them, you 
can keep them — if that 
“better” shoe is Matrix! 

The Matrix plan for getting — 
and holding — your better 
shoe business is ready for you. 
Write for it! 





THE HOUSE OF HEYWOOD 


70 Winter St., Worcester, Mass. 


* 
MEN'S FINE SHOEMAKERS FOR OVER 
SEVENTY-SEVEN YEARS 


ELMWOOD 
No. 283 


J 











Philadelphia Firm Moved 


PHILADELPHIA, Pa.—Barsh & Ceasar, 
cash buyers, of this city, who have re- 
cently moved from 14 S. Third Street 
to 19 N. Fourth Street, in this city, 
have found their new quarters not only 
more convenient te their buyer custom- 
ers, being in the heart of the wholesale 
district, but with three floors available 
in their new location they are in a po- 
sition to take better care of a greatly 
increased quantity of merchandise that 
they are now stocking. 


Retailers-Travelers to 
Hold Joint Party 


Detroit, Micu.—The Detroit Retail 
Shoe Dealers Association and the Michi- 
gan Shoe Travelers Club are uniting in 
a joint bingo party which will be held 
Sunday evening, November 9. Date has 
been set for a Sunday night after care- 
ful planning with shoe dealers. 

General chairmen for the event are 
Clarence Armbruster for the travelers 
and Sam Plotler for the retailers. 
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Repeat sale are the life of trade, 
Use Newflex when the shoes are made. 





NEWFLEX PIGSKRIN 


WELTING 
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Children's Shoes 
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The C. A. Haines 
Shoes for Children 


IN STOCK 
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Workshoes 





MEN'S & BOYS’ WORK SHOES 





Honest Value 
in Beery Pow 
ROBERTS-HART, INC. 
KEENE, WN. H. 
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LITHOX SQUARE CORD 
Non SPREADING Sole, Heel and 
Sheet. Has met the requirements 
far beyond our expectations. 
THE LITHOX corp. 
WAPAKONETA, OHIO, U. 8. A. 























Harold C. Keith Predicts 
Sales Gains for Spring 


BrocKToN, Mass.—With a good sea- 
son behind them and prospects for a 
better one ahead, Geo. E. Keith Com- 
pany salesmen are leaving for their ter- 
ritories following their semi-annual 
conferences which started two weeks 
ago and concluded with a dinner at the 
Walk-Over Club, Friday night, Octo- 
ber 24. 

Harold C. Keith, president, delivered 
the final message to the selling force 
and a group of home office and factory 
executives. After showing a series of 
charts illustrating the increased sales 
of the past season, Mr. Keith cited the 
various factors in the present situation 
that promise continued gains for 
Spring. 

Presiding at the dinner meeting was 
George H. Leach, executive vice-presi- 
dent, who gave a summary of the vari- 
ous sessions that had preceded, point- 
ing out that these meetings formed a 
perfect background for the forthcom- 
ing sales efforts. 

Myron L. Keith, honorary vice-presi- 
dent, attended many of the meetings 
and was warmly greeted by the men. 
Those who had served in the last great 
war were asked to stand, and Mr. Leach 
asked Jean R. Keith, son of President 
and Mrs. Keith, to join them as Jean 
will be called to service in the Naval 
Reserve soon after the first of the 
year, after a selling trip to Panama 
and Cuba. 

One of the salesmen, Carl G. Ken- 
dall, was presented a medal in recog- 
nition of his 25 years of association 
with the company. The entire gather- 
ing stood for a moment in silence as 
a mark of respect to the memory of 
Clinton J. Porter, one of the sales force 
for many years, who died suddenly of 
a heart attack this Summer. 

Harold W. Copeland, sales manager, 
conducted many of the meetings. Speak- 
ers on the various merchandise pro- 
grams included J. Willard Horton, Fred 
Belyea, Merritt LaPlante, Charles H. 
Caldwell, Charles R. Williams, Jean 
R. Keith, Henry B. Whitcomb and Ar- 
thur I. Loheed. 

Stock selections were under the di- 
rection of Willard A. Mason and the 
advertising meetings were in charge of 
Deane E. Alexander. Harry H. Mont- 
gomery and Miss Ella Nilsson, both 
from the company’s New York adver- 
tising agency, participated in the ses- 
sions. 


Colonial Opens New 
Milwaukee Department 


Boston, Mass.—The Colonial Tan- 
ning Company of this city announces 
the opening of a department to handle 
its new lines of glove and garment 
leather. This is headed by Gustave 
Sokol, with offices at 5677 N. Consaul 
Place, Milwaukee, who reports that the 
new department already is doing a nice 
volume of business and that prospects 
for the future are very encouraging. 





FORMAL FAVORITES 
IN-STOCK NOW 


POLKA 


B4868-—Gold Mesh and Kid, Satin Sot 


B4871—Silver Mesh and Kid, Satin Sock 
$2.50 


12/8 Flat Heet — S &£ M Widths 
B4870—Gold Mesh and Kid, Satin Sock 
$2.65 


B4872-—Silver Mesh and Kid, Satin Sock 

$2.50 
6/8 Spring Heet — S &£ M Widths 
Alse Avaitablie in Open Quarters 


KELLY GREEN—LIBERTY RED—UNITY ELUE 
SUEDE SANDALS—NOW IN-STOCK 


WRITE FOR NEW ISSUE OF 


COMPLETE EVENING SANDAL LINE 
—IMMEDIATE DELIVERY— 


HANNAHSON S 

















Vulean Last Holds Annual 


Sales Meeting 


PORTSMOUTH, OHI0—Highlighted by 
a dramatic presentation of several new 
mechanical improvements in Vulcan 
lastmaking, the Vulcan Corporation 
held one of the most successful and en- 
thusiastic sales meetings in its history 
at the Vulcan home offices, Portsmouth, 
October 16-17. 

Twenty-seven representatives of the 
Last Division attended the meeting, 
from Brockton, Mass.; Johnson City, 
N. Y.; St. Louis, Mo.; New York City, 
and Portsmouth, Ohio. 

Sharing the session’s spotlight also, 
was the outlining of an aggressive cam- 
paign for sales expansion with trend- 
setting last styling as the keynote. 


Brown Dedicates New 
Plant Addition 


St. Louis, Mo.—On October 20th the 
Brown Shoe Co., St. Louis, dedicated a 
recently completed addition to its Pitts- 
field, Ill, plant. With the added ca- 
pacity this plant becomes the second 
largest of the fourteen Brown factories. 
The ceremonies were attended by a 
group of company officials and friends 
from St. Louis in addition to the civic 
leaders and workers of Pittsfield. A 
dinner and dance topped off the day’s 
celebration. 
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Washington News Reel 


[CONTINUED FROM PAGE 36] 


cent of total output . . . some manufac- 
turers making a specialty of govern- 
ment orders. 


BreATRICE POLLOCK, 21-year-old 
Philadelphia department store salesgirl 
who won first prize in a recent national 
essay contest for department store 
workers and who thereby earned the 
commendation of Mrs. Franklin D. 
Roosevelt, wrote in her winning essay: 

“In a democratic society such as ours, 
everyone may enjoy the privilege of 
doing his share in a common cause. As 
a salesgirl I play a very important role 
in Uncle Sam’s National Defense Pro- 
gram and my duties are manifold... 
when it becomes necessary for me to 
sell substitute merchandise, my part is 
to point out how Mrs. Consumer is aid- 
ing national defense by accepting a 
substitute product.” 


* * . 


Wir their eyes on the day when non- 
essential products will be curtailed and 
tanning processes may have to be re- 
vamped if supplies are cut off from Far 
Eastern areas, OPM officials have urged 
the tanning industry to turn their 
thoughts to using domestic substitutes 
and materials from sources nearer 
home. Such advice was given the Tan- 
ners’ Council of America at their 25th 
annual meeting in Chicago, by George 
S. Brady, materials consultant in OPM’s 
civilian supply division. 


* - * 


Mr. BRADY threw cold water on the 
deduction of those outside the know 
that what is left over after supplying 
leather for army and navy shoes will 
give more than ample supply for any 
amount of civilian leather products. 

“We need many other materials to 
make up the finished leather products, 
and we need others to make and main- 
tain the machinery and equipment,” Mr. 
Brady said. “We also need shoe lasts, 
cements, metal fasteners, textile parts, 
and a thousand incidental things, all of 
which require materials and valuable 
labor. With a material scarcity every- 
where, especially in the import field, it 
ean hardly be expected that any civilian 
industry can continue to expand in- 
definitely.” 


Hide Ceiling Changed to 
Shipping Point Basis 
WASHINGTON, D. C.—Ceiling prices 
for hides, kips and calfskins are 
changed to a shipping point basis, a 
separate price list is set up for Pacific 
Coast hides, and dealers’ commissions 
are abolished, in a comprehensive re- 
vision of Price Schedule No. 9 an- 
nounced by Leon Henderson, adminis- 
trator, Office of Price Administration. 
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Vegue + MeCall’s 


* Veriflexible Construction 
* Cincinnati Quality 

* Seventy Stock Shoes 

* Specialization One Brand 
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\ FOOT REST 
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THEIR STYLE AND FEATURES 
GIVE CONTINUOUS TURNOVER 


National advertising, high style, extra quality, 
Four-Spot Comfort, Veriflexible Construction, all 
combine to keep women sold on Foot Rest shoes 
and Foot Rest dealers. And that pays profits! See 
Foot Rests before you buy spring shoes! 


THIS SHOE HAS EVERYTHING! 


* NATIONAL ADVERTISING IN 


Ladies’ Home Journal 
The Instructor 
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Good Housekeeping 


* Four-Spot Comfort 
* Smartest Styles 

* Markup 40% to 42% 
* Welts and Littleways 


* Quick Turnover 


RETAIL “‘e* SOME HIGHER 


THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, O. 


NEW YORK SHOWROOM: MARBRIDGE BUILDING 





Several other changes are included 
in the new amendment with the object 
of further improving the schedule. 

The latest changes come slightly 
more than a month after the system of 
price differentials was established for 
all grades and classifications of domes- 
tic hides and reflect the experience ac- 
cumulated by OPA from studying the 
schedule’s operation in the interim. 

By changing from a “Chicago freight 
equalized” basis to f.o.b. shipping point 
basis, OPA is affording all buyers of 
hides and skins an equal opportunity to 
compete for available supplies, irre- 
spective of their geographical location. 
The “Chicago freight equalized basis” 
placed buyers at a disadvantage in bid- 
ding for hides and skins in distant 
markets. 


The schedule already contained a 
separate price list for Pacific Coast calf 
and kipskins, recognizing the estab- 
lished standards of selection, delivery 
and grading followed in that area. Since 
these standards also apply to hides, 
OPA has now set up a separate price 
list for them. The new maximum prices 
for Pacific Coast hides are 13% cents 
per pound for steers and cows, and 10 
cents a pound for bulls. 

The decision to prohibit dealers from 
charging service commissions on goods 
sold for their own account results from 
disclosure that many dealers have been 
charging commissions on all sales 
whether or not any special service, such 
as receiving hides, was performed for 
the buyer. 


53 




















REGISTRATION 


jor 
NATIONAL _ FAIR 

an 
ALL-INDUS 


Yoo eve taveby nstitied to soghter your business ta geiat, 0s that oll 
can see that you play an active part in the field of American footwear. 


yikes Giienersill Ghia Winearitier to contr vo exemat cine eoily witientien 
and reservation of the advertising story of your business in the NATIONAL 


SHOE FAIR AND ALL-INDUSTRY NUMBER, to be published 


DECEMBER 27TH, 1941. 


“Tite ts Gin cctuncad Wehthine of the Bost end Ghee Raterder and plage 
a most significant part in showing the world that all footwear is essential to the 


health, happiness and enjoyment of men, women and children. 


This number stands as a complete register and record of the size, scope 
and leadership of footwear and of all businesses affiliated with footwear. 


REGISTER NOW! and pian your advertising accordingly. 
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mative and 

selling messages on 
appropriately designed 
cards. 
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—— Fall Windows 


with Decorative 
Display Cards 
and Price Tickets 


HEY’RE awake to the 

fact that active women 
everywhere, in homes, at 
work, in outside activities, 
are now demanding sim- 
ple, classic style shoes that 
are good-looking yet truly 
comfortable. With medium 
heels or low heels. In good 
style & good taste, of good 
quality. Shoes like Bel- 
laires. Good reason why 
many of America’s leading 


COMFORTABLES 


—— 


Sell Beblaree 


stores feature Bellaire’s 
year in and year out — for 
good profits and repeat 
business. @ Illustrated is 
our Foot Director No. 2, 
withits large built-in leath- 
er “cookie”—a proven help 
to most feet, even normal 
ones. 


Wrise for Fall 1941 Catalog 
of In-Stock Styles 


Detailed Information on Monthly Service at Your Request. 
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208 SOUTH STATE STREET ® CHICAGO, ILLINOIS 





No. 1404 Black Kid 


BELLAIRE SHOE COMPANY. PORTLAND, ME. 


F HOLMES. STICKNEY 6 WALKER. IN 





New Casual Shoe Firm 


Started on Coast 


Los ANGELES, CALIF. — California 
Leisure, Inc., is the name of the latest 
local shoe manufacturing plant to start 
operations. They are occupying a loft 
at 1240 South Main Street and are 
specializing in women’s shoes for casual 
daytime wear. All are of the wedge 
type and the product is to retail around 
the seven dollar mark. The line is 
planned to take the same place in day- 
time shoe wear as does sport shoes for 
playtimes. All styles reflect the Cali- 
fornia influence in fashioning. 

James De Mars is the factory head. 
He is a man who has had long experi- 
ence in well-known eastern shoe fac- 
tories. Associated with him is Senta 
Illing who will have charge of sales 
and who wili also contribute to the 
designing. 


Electrified Shearling Shoes 
Subject to Tax 


New York — Executive Vice-Presi- 
dent L. E. Langston, of the National 
Shoe Retailers Association, has been 
advised that all footwear in which the 
component material of chief value is 
electrified shearling, regardless of the 
color of the fur, is subject to the new 
Federal excise tax. 
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Thomas A. Mullen Joins 
Armstrong Sales Staff 


ROCHESTER, N. Y.—Thomas A. Mul- 
len, widely known and popular shoe 
salesman, has become a member of the 
sales staff of D. Armstrong & Co., Inc., 
te cover the Middle West and North 


THOMAS A. MULLEN 


West territory of the country in which 
he has traveled for a number of years 
and has an extensive acquaintance. He 
succeeds Lou C. Hart, Chicago, who has 
been transferred from that territory to 
the lower Atlantic Coast states, new 


territory which the makers of Balance 
in Motion shoes are preparing to de- 
velop. 

Announcement is made by Barton A. 
Edgerton, vice-president of Armstrong’s, 
that the organization has had the best 
year in its history and that the com- 
pany is now entering upon a program 
of expansion, with many states to be 
covered that had not previously been 
reached. 

William F. Washburn, president, will 
continue to spend much of his time on 
the road, demonstrating the Armstrong 
shoes, with the Pacific Coast to be his 
main field of activity. 


New Idea for Resort Shoes 


New YorkK—Smartly displayed 
against a rustic background with gay 
grass-clad dolls and a grass carpet 
serving as additional atmosphere, a 
new line of Collegebreds called “Mada- 
gascar” has been launched this week in 
the New York offices of E. P. Reed & 
Co. The name comes from the island 
where the raffia originates which gives 
these shoes their distinctive character. 

Using several different patterns the 
company has embroidered vamps and 
ornaments with raffia in a variety of 
attractive colors on dark and light 
shoes. First bought by a leading Flor- 
ida store, these shoes will be sold later 
on for Spring and Summer wear up 
north. 
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Classified and Want Ads 





SALESMEN WANTED 


POSITION WANTED 


LINE WANTED 





XPERIENCED SALESMEN, commis ion 

basis; popular priced Ladies’ Novelties, 
Arches, Sports, Evening Shoes, Territories 
open: New York, Ohio, Pennsylvania, North 
Carolina, South Carolina, References. BEN]. 
WALK & COMPANY, INC., 205 Essex Street, 


Boston, Mass. 





REAL MONEY MAKING OPPORTUN- 

ITY for live wire salesmen to cover the 
following States: Georgia, Alabama, Pennsy!l- 
vania, Ohio, Indiana, Michigan, [linois, Mis- 
souri, Iowa, Oklahoma, Kansas, Nebraska and 
California, to sell a fast styled line of in--tock 
Ladies’ Novelties to retail at $1.49 to $2.45. 
Proven patterns from the best factories in this 
grade. Priced right. New numbers sent every 
week, Commission basis only. Give full de- 
tails as to experience, age, territory covered, 
present and past employers. Man must live in 
territory and cover it bv car. BOSTON 
NOVELTY SHOE CORP., 120 LINCOLN 
STREET, BOSTON, MASS. 





SIDE LINE SALESMAN 








A nationally known manufacturer of 
Women’s Shoes, retailing from $6.50 to 
$10.50, will place six or eight sam- 
ples with a responsible salesman, on 
straight commission basis, as a side- 
line in South and Southwest. Confiden- 
tial. Give references, line now car- 
ried, and territory covered. Address: 
Box B-321, BOOT AND SHOE RECORDER, 
140 Federal Street, Boston, Mass. 














FOR LEASE 


[AMI, FLORIDA: For lease—store (18x64) 

on East Flagler Street. Ideal location for 
Shoes. Newly installed, modern front. Fluo- 
rescent lighting. LOUIS LOBER (owner), 30 
Broad Street, New York. 








A very reliable and thriving Florida Chain, 

consisting of seven very modern, up-to-date 
stores in six principal cities, with 100% loca- 
tions, is willing to lease out the hosiery and 
bag concessions at 8% of the gross business. 
Address $339, care Boot & Shoe =< “nee 100 
East 42nd Street, New York, N. 





HELP WANTED 


WANTED: Quality man by manufacturer of 

men’s high grade shoes. One who has a 
background of actual experience in the making 
of really fine shoes. Address $341, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 











UYER, MANAGER, 10 years’ experience, 

better grade shoes. Promotion minded. 
Trims windows. Ambitious. Married; (30); 
deferred; Best references; Will go out of town. 
Address £273, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





SALESMAN covering Virginia, West Virginia, 

Maryland, North and South Carolina past 
eleven years, for one firm, open for line. Ad 
dress $338, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





XPERIENCED SHOE SALESMAN wants 

position as Manager, Assistant Manager or 
Salesman in Gentile shoe store. Will go any- 
where. Age 37; Swedish; spraks both English 
and Swedish fluently; Expert window trimmer; 
15 years’ experience with one shoe firm. Can 
start work November Ist. Best of references 
from former employer. Reply to “Single Man,” 
care of Boot and Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 





FOR SALE 


AMILY SHOE STORE, ARLINGTON, 

VA.—Ill health no other reason for selling; 
excellent business; established store; new build- 
ing; rent One Hundred month; five year lease; 
popular brands and prices; clean, complete 
stock. Address: Box 341, Arlington, Va. 


AMILY SHOE STORE in business 33 years; 

excellent location, in best city of 70,000 popu- 
lation in Middle West. Address $337, care Boot 
& Shoe = ee 100 East 42nd Street, New 
York, N. 


OR SALE: Modern, high-grade Shoe Store ia 

progressive suburban shopping center of cen- 
tral New York State city with finest clientele. 
New, complete stock of quality shoes for Chil- 
dren, boys and men; X-Ray fitted. [Illness de- 
mands giving up this fine store. Three year 
lease. $50.00 a month. Address $336. care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York. 


A TTRACTIVE FAMILY SHOE STORE 

FOR SALE. Thriving community, 12,000 
nopulation, approximately fifty miles from 
Nashville, 100% location, good lease. Oppor- 
tunity for capable shoe man with moderate in- 
vestment. Please state capital available in replv. 
Address £334, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, , 4 


LINE WANTED 


OUNG MAN WITH FOURTEEN YEARS 

OF EXPERIENCE in buying and merchan- 
dising Men’s and Women’s Shoes—medium and 
high grade—wants selling job on the road. 
Draft exempt. Willing to work inside until 
trained. Address Box B-335, Boot and Shoe 
Recorder, 140 Federal Street, Boston, Mass. 


BY young, capable salesman, with established 

clientele: only high grade stores; Eastern 
States; Ladies’ Casual Wear. Interested in 
non-conflicting line with playshoes, retailing for 
$4-$7. Address $333, care Boot & Shoe 
ge sare 100 East 42nd Street, New York, 























(NE OF WOMEN’S STYLE SHOES, .-re- 

tailing from $5 to $6.75, wanted by salesman 
with established clientele of department store 
and better specialty shops in New England. 
No sidelines. Address $340, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
Bm 





WANTED TO PURCHASE 








WE BUY 
Estire or 8 us Wholesale and Retail 
Also randed Sheen such as 
Enna-Jettick, Vital- 
5 . Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn-Bush, Ete. 


IRVIN RUBIN 





Phone Barclay 7-7887. New York City 





CASH 


For Entire Stocks or Surplus MesGinatine 
This ie a good time to dispose of 
We can use any quantity and pay the nicwent 
prices, 
CAMITTA SHOE COMPANY 
16 8S. 3rd St. Philadelphia, Pa 
Fhone Lombard 2062 














SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Wette in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St.,. New York 
Unusual references on request 








MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Rranded or . Generous prices. 
Write, wire or phone. 


CEAS 
Philadelphia, Pa. 


BARSH 
198 N. Fourth St. 





Phone Market 











CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is 
Classified advertising is payable in advance. 
oe Advertisements for this page must be in our New York office on Friday of the week preceding publication. -wa 


$5.00 an inch with a maximum of 46 words. 


per word. Minimum 








Boot and Shoe Recorder 











WANTED TO PURCHASE 


MERCHANTS’ NEEDS 








SELL YOUR seartys STOCKS 
KIRSCH-BLACHER CO., INC. 





| 108-110 Duane Street, New York 
} Phone: WOrth 2-5377 and 5378 and 5379 








MERCHANTS’ NEEDS 





da a) gs ae 
YA KL #S 
—<—_“—“— 
NEW —PRECISION 
SHOE DRESSING APPLICATOR 
NO SOILED HANDS 


MEN — WOMEN — CHILDREN 


A GREAT 
LITTLE 
PROFIT 
MAKER 


OR 
PREMIUM 


RETAIL 
10¢ 





SAMPLE ON REQUEST 





BABS 160 N. LA SALLE ST. 


CHICAGO, ILL. 








Fifth Avenue 


[CONTINUED FROM PAGE 40] 


Pinna, as being in great demand. This 
leather which is attractive, sturdy, easy 
to care for, is in the limelight now par- 
ticularly because it is becoming harder 
to get. DePinna reports numerous calls 
for alligator lizard. Hanan has en- 
countered interest in alligator—partic- 
ularly as trim on suede. 

Platforms have been making a come- 
back in many stores. Saks Fifth Ave- 
nue specifies “freak” platforms, as well 
as the usual quarter-inch height as sell- 
ing for street wear. I. Miller has been 
doing well with a suede sandal with a 
half-inch platform, and has found much 
interest in platform shoes on the part 
of customers who come for European 
and Latin American countries; they 
like the feel and the look of them: The 
platform, because of the comfort it af- 
fords, is expected to continue in popu- 
larity—with women engaged in occu- 
pations which keep them on their feet. 

Nailheads have already been men- 
tioned as trimming details; they ap- 
pear, for the most part, on. platforms, 
fold-over tongues, and in greatest per- 
centage on suede. Andrew Jieler has 
been showing these shoes—and a nail- 
head studded bag to match. Brass 
eyelets on calf shoes have also been 


November 1, 194! 


MAKE MORE SALES 


with the original 
SHOE DOCTOR SHRINKERS 


FOOT COMFORT easily 
provided for hard-to-fit o: 
abnormal feet. Our Shor 
Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes which 
fit lerge around the top. 
slip at the heel, or gap at 
the sides. Any fullness or 
5] 2 50 wrinkles in leather or fab- 
ric are easily shrunk with- 
Curved type tree out harm. 


Special combination offer $25.00 (fluids in- 
cluded in above prices). 


Send your order or write for detail information 


E. C. SMELTZER CO. 


121 K. Biat Street, Indianapolin, 





HANDY STICK—indispensable for shoe de- 
partments. No more splitting Vamps. Stretch 
the easiest and quickest way. The DELMAR 


HANDY STICK does it. 


a 


PRICE EACH, $1.00 
A. J. BERGREN COMPANY, not inc. 


325 W. MONROE ST., CHICAGO, ILL. 





mentioned by one high style store as 
particularly good—perhaps because of 
the military flavor they impart to the 
shoe. I. Miller has been featuring jet 
trimming with great success; one of 
their best shoes is a black suede sandal 
with jet running around the platform 
and across the strips which form the 
upper. 

The trend is toward low heels in 
everyday shoes; in dressy shoes, how- 
ever, there is a tendency to show high 
heels, although Saks Fifth Avenue and 
I. Miller both report 18/8 as a height 
which is in demand. Many of the stores 
are showing gold or silver sandals on 
flat heels for evening wear; DePinna 
bas one open model of this type which, 
they state, has been selling well. 
Hanan is also featuring low heeled 
evening sandals. These shoes, designed 
especially for the very tall girl, have 
appealed to those of medium height as 
well, according to several reports. 


MERCHANTS NEEDS 


WHY CUSTOMERS 
LEAVE HOME / 


Many good custo- # 


mers are lost, not 
through any fault of 
the shoes you sell, 
bur because their feet 
will not permit chem 
to wear any shoes comfortably. These same 
people will be your most loyal repeat custo- 
mers if you show them how to enjoy being on 
their feet with Trimfoot Foot Relief. Write 
today and learn how you can offer a complete 
foot relief service on a surprisingly small 
investment. Address Trimfoot Company, 
4060 Forest Park, St. Louis, Mo. 


TRIMFOOT FOOT RELIEF 


NSOLES 
BUILDERS 





TRIMFOOT METATARSAL 
WIZARD ADJUSTABLE ARCH 





HOTELS 





iLennex/ 


Friendly 
SERVICE 


| DOWNTOWN 51. Lours al vour poorstsr: 





| 


Sales of evening slippers have al- 
ready begun in some of the high style 
stores. Jeweled effects—around plat- 
forms and on the uppers as well—have 


held most interest, although gold and 
silver kid have been good sellers. 


Correction 


In a recent issue of Boot AND SHOE 
RECORDER, in reporting the opening by 
J. E. William Prescott of headquarters 
in the Hotel Chamberlain, Des Moines, 
a typographical error made it appear 
that Mr. Prescott sells the line of the 
A. H. Weinberger Company. The cor- 
rect name of the company, of course, is 
the Albert H. Weinbrenner Company, 
of Milwaukee, makers of the well-known 
line of Thorogood shoes. 


Steinberg Modernizes Store 


Onawa, Iowa—Nate Steinburg, own- 
er of the Steinberg Shoe Store, has com- 
pleted modernizing his store with a new 
brick front and nuwood interior, with 
the latest in shoe merchandising display 
fixtures. 





Advance Registrations 
For Boston Shoe Fair 


Boston, Mass. — Advance registra- 
tions for the next Boston Shoe Fair, to 
be held at the Hotels Statler and Parker 
House on December 1, 2, 3 and 4, have 
been received from over 260 shoe manu- 
facturers to date, as well as from 40 
firms in the allied trades, according to 
an announcement by H. O. Rondeau, 
chairman of the Boston Shoe Fair Com- 
mittee. “Even now, several weeks be- 
fore the opening of the Fair, it is an 
assured fact that leading buyers from 
every State in the Union will be at this 
show to make plans for the coming 
Spring—to settle questions of style, 
price and delivery.” 

Five floors have been reserved at each 
of the two official hotels for the display 
of shoes. A majority of the higher- 
priced lines—$5 and up—will be shown 
at the Parker House, which is in the 
heart of Boston’s downtown department 
store section, while the so-called volume 
shoes and slippers, and lines of whole- 
salers, will be in display at the Hotel 
Satler, Boston’s largest hotel. Applica- 
tions for sample rooms have been re- 
ceived from manufacturers in every 
part of the country. 

The Boston Shoe Fair in December, 
therefore, will give buyers much more 
than a mere cross-section from which 
to make their selection of shoes for the 
Spring and Summer selling season. It 
will enable them to see lines of shoe 
manufacturers throughout the country, 
staple and style merchandise in very 
price grade. 


Leaders in Fashion Field 


Posed for the camera men at the 
Waldorf-Astoria on their recent New 
York visit (see page 25), the Duke and 
Duchess of Windsor show that they are 
two of the best dressed people in the 
world and both leaders in the field of 
fashion. 

Wearing a Mainbocher dress of light 
weight royal blue wool, trimmed with 
black bugles at waist and on collar and 
buttons, the Duchess carries a flat en- 
velope handbag of black suede. Her 
gloves and shoes match her bag. The 
full bellows tongue of the shoes is fin- 
ished at the base with a tiny bow and 
a simulated lacing of the same narrow 
contrasting leather. The blue dress 
calls attention once again to the Duch- 
ess’ favorite color. The rich royal blue 
of the dress is strikingly accented by 
the turquoise stones in the earrings and 
the large flower lapel ornament. 

The Duke wears a double breasted 
checked worsted with a faint overcheck. 
He still sticks to the large Windsor knot 
in his tie which vogue he is reported 
as starting. As for his shoes, he wears 


a pair of English custom straight tip . 


bluchers with extremely heavy soles, of 
practically three full soles thickness. 
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AMALGAMATED LEATHER COMPANIES, Wilmington, 
AMERICAN FELT COMPANY, Glenville, Conn 


BABS, Chicago, Ill. 
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BELLAIRE SHOE COMPANY, Portland, Me. 
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BROOKS SHOE MFG. CO., Philadelphia, Pa, 


CAMITTA SHOE COMPANY, Philadelphia, Pa. 
COLONIAL TANNING CO., Boston, Mass. 
CONNEL, J. M., SHOE CO., Braintree, Mass. ... 
COON, W. B., CO., Rochester, N. Y............... 


DU PONT, E. |., DE NEMOURS & CO., INC., Arlington, N. J. 


EINSTEIN, J., INC., New York City........ 
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EVANS, JOHN R., & CO., Camden, N. J. 
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GOODYEAR TIRE & RUBBER CO., Akron, O. ........... 
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HEALTH SPOT SHOE SHOPS, INC., Danville, Ill. 
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JARMAN SHOES—GENERAL SHOE CORP., Nashville, Tenn......... 
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KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. .................-...-- 


KIRSCH-BLACHER CO., INC., New York City 
KISTLER LEATHER CO., Boston, 
KRIPPENDORF-DITTMANN CO., Cincinnati, O. 
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LITHOX, THE, CORP., Wapakoneta, O. .......... 2... ee eee ee 


LYONS & COMPANY, New York City ...... 0... 2.2.0.6 5. eee e ce eeee 


MARSHALL, MEADOWS & STEWART, INC., Auburn, Ae ee 
MEARS, FRED W., HEEL CO., Boston, Mass. ..... 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, iad. 
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ROBERTS-HART, INC., Keene, N. H. 
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SMELTZER, E. C., CO., Indianapolis, Ind. 
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TRIMFOOT CO., St. Louis, Mo 


UNITED LAST COMPANY, Boston, Mass. ...... 
UNITED SHOE MACHINERY CORP., Boston, Moss. 
UNITED STATES RUBBER CO., New York City 
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WRIGHT, E. T., & CO., INC., Rockland, Mass. 
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STYLED TO - , the Eye 


or every REAL BOY 
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GERBERICH-PAYNE 


@ Working closely with America’s smartest merchan- 
disers of boys shoes, GERBERICH-PAYNE knows to a S b, 0) F C 0 Mi p | N y 
“T” exactly what boys in every part of the country 
want — what styles, what leathers and what details. 
In GERBERICHS, STRIDE RITE, JUNIOR ARCH PRE- MOUNT JOY «++ PENN 
SERVER and OFFICIAL BOY SCOUT SHOES, you'll find 


all the styles, leathers and details real boys are asking 
for. When Young America Looks To Its Feet, Sell Them 
Gerberich-Payne Shoes. 
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